FieNATIONAL UNDERWRITER 





June 25, 1960 —The National Weekly ly Newspaper of Life and A&S Insurance— 30¢ a copy 
64th Year, No. 26 Published weekly (with two oun ta issues in “in Septenber) at 17 175 a Blvd., Chicago 4, Mlinots. $7 00 a Etna 





N.Y. Seeks Curb On Push To Revive Premium Newly Named IAHU 
Cheating In Exams Payment Test Foreseen 


For Agent Licenses 


Connivance By Recruiters 
Hinted In Statement From 
Composite Advisory Board 


ALBANY—lIn announcing a broad- 
ening of the scope of knowledge to be 
required, starting in September, for 
passing the New York examination for 
agents’ licenses, the New York Advis- 
ory Board on Life Insurance Examin- 
ations has called the attention of New 
York admitted companies to the fact 
that there have been uncovered “a 
number of incidents of cheating and 
other fraudulent practices on the part 
of some of those taking the examina- 
tions.” 

“In some cases,” the board stated, 
“there is evidence that these incidents 
have occurred as a result of careless- 
ness if not actual help and connivance 
on the part of those responsible for 
recruiting and training. The advisory 
board and insurance department 
are reviewing this problem with an 
eye to developing improved techniques 

(CONTINUED ON PAGE 11) 


House Votes Medical 
Aid For Needy Aged 


WASHINGTON—The_ House _ this 
week passed an omnibus social security 
bill containing a plan for medical aid 
to the aged with lower incomes. 

The medical aid program was de- 
vised by ways and means commit- 
tee to cover an estimated half a million 
persons through matching grants to 
states willing to expand their public 
assistance programs to include persons 
65 and over not eligible for public as- 
sistance but still unable to meet their 
medical expenses. 

The bill would also extend the disa- 
bility provisions of the social security 
law to another 250,000 persons by re- 
pealing the 50-year age requirement, 
extend: social security benefits to an 
additional 875,000 workers, and make 
an additional 450,000 persons subject 
to social security taxes. 


10 Companies ] Join LOMA 


Ten life companies have been ad- 
mitted as new members of Life Office 
Management Assn., bringing total 
membership to 386 companies. Of 
these, 332 are domiciled in the United 
States and Canada and 54 are associ- 
ate members. 

The new members are American 
|Life & Casualty, Fargo, N. D.; Appa- 
lachian National Life, Knoxville: Bank- 
ers Life, Richmond. 

Also, First Federated Life, Balti- 
more; Kennesaw Life & Accident, At- 
lanta; National Old Line, Little Rock; 
Southern Life, Greensboro, N. C., and 
Transwestern Life, Reno. 





_ Manhattan Life | has been licensed 
in Montana. 





By ROBERT B. MITCHELL 


Now that the Supreme Court has 
held that the premium-payment test 
for levying estate 
taxes on life in- 
surance proceeds 
is constitutional, 
greatly increased 
pressure can be 
expected from the 
Treasury tore- 
store the test, 
which was re- 
moved by the 1954 
revenue code. 

Almost since the 
test's removal 
there has been a 
push for its restoration, though the ad- 
verse decision in the federal district 
court in the case just decided by the 
Supreme Court served to dampen the 
enthusiasm of all but the most dedi- 
cated partisans. 

With the constitutionality question 
now out of the way, however, it 
seems obvious that NALU and other 
opponents of the test face a tough fight 
to prevent its return—a fight that they 
very well may lose. 

The premium-payment test was 
strongly attacked by many life insur- 
ance men on the ground that it made 
life insurance “the only form of prop- 
erty you can’t give away.” Yet 





Albert Hirst 


there are some who think the conse- 
quences of restoring the tax would 
not be overly serious for the business 
and for policyholders. 

To get a line on probable effects if 
the test should be restored, THE Na- 
TIONAL UNDERWRITER queried Albert 
Hirst of New York City, a lawyer with 
many years’ experience in estate mat- 
ters, counsel of New York State Assn. 
of Life Underwriters, law columnist 
of the Insurance Advocate and former 
legal editor of the Diamond Life Bul- 
letins published by the National Un- 
derwriter Co. 

Mr. Hirst is one of those who are 
not especially concerned about the 


Quotations from the key points in 
the Supreme Court opinion upholding 
the premium payment test are given 
in the story below. An editorial on the 
decision appears on page 16. 








apparent likelihood that the premium- 
payment test will return. In taking 
this view, Mr. Hirst speaks as a law- 
yer intimately familiar with life in- 
surance. 

Any test that has been suggested 
for estate tax liability of life insur- 
ance proceeds can work a hardship 
in some types of situations, Mr. Hirst 
pointed out. 

For example, a man pays premiums 

(CONTINUED ON PAGE 9) 





PREMIUM PAYMENT TEST DECISION 





Supreme Court's Logic Hinged On 
‘Ripening Of Rights To Proceeds 


Congress’s right to tax the maturing 
or “ripening” of the right of a 
beneficiary to the proceeds of a life in- 
surance policy was the key point on 
which the U. S. Supreme Court based 
its decision of last week upsetting a 
federal district court decision that an 
estate tax on life insurance proceeds 
was unconstitutional if the insured 
had given up all incidents of owner- 
ship while still paying the premiums. 

Manufacturers Bank of Detroit, as 
executor, contended that since the in- 
sured had given up all incidents of 
ownership in the policies in 1936, there 
was no taxable transfer at his death 
and hence the tax constituted an un- 
apportioned direct tax on property. 
This would be invalid under article I, 
sections 2 and 9, of the federal con- 
stitution. 


Must Be Apportioned 


Section 2 provides that “represen- 
tatives” and direct taxes shall be ap- 
portioned among the several states 
which may be included in this union, 
according to their respective numbers 

.” Section 9 provides that “no 
capitation, or other direct, tax shall 
be laid, unless in proportion to the 
census or enumeration herein before 
directed to be taken.” 

The bank also contended that the 
tax was invalid under the due process 


clause of the fifth amendment “be- 
cause it is retroactive and discrimina- 
tory in its operation.” 

The district court agreed that as 
applied in this case, section 811(g) 
(2)(A) of the code was unconstitu- 
tional and because the decedent re- 

(CONTINUED ON PAGE 17) 











Enjoys Vigorous 
Annual At Chicago 


Stoakes Becomes President; 
S. L. Horman Receives 
Gordon Memorial Award 


By RICHARD G. EBEL 


The convention at Chicago last week 
of International Assn. of Health Un- 
derwriters, which went into the an- 
nual meeting known as International 
Assn. of A&H Underwriters, was a real 
swingin’ affair what with music about 
as dulcet and soothing as that of the 
Firehouse Five plus Two to match the 
lively sales orations. 

Some 400 registrants found the three 
days a bit noisy but businesslike and 
abundant with sales ideas. No hysteria 
caused by Forand and his ilk could be 
detected, and though the threat of un- 
desirable federal legislation remains a 
possibility, the program concentrated 
on selling and presented several not- 
able sales speakers who generated en- 
thusiasm. Whenever this lagged there 
was the combo at the coffee break to 
blast out dixieland and the Minnesota 
Rouser. 


Horman Wins Gordon Award 


As always, one of the highlights of 
the meeting was the presentation of 
the Harold R. Gordon memorial award, 
which went this year to S. L. Horman, 
vice-president of Time of Milwaukee. 
He was cited for contributions to both 
the company and agency side of the 
business. He devoted much effort to 
legislation in Wisconsin and was in- 
strumental in equalizing the premium 
tax on health insurance in that state. 
In his acceptance remarks, Mr. Hor- 
man opined that the American agency 
system is more secure than it has ever 
been, and that the federal government 

(CONTINUED ON PAGE 7) 





Officers and wives at IAHU banquet are Oakley Baskin, Mutual Benefit 


H.&A., Buffalo; Mrs. Baskin; 


F. Kenneth Stoakes, Loyal Protective Life, Los 


Angeles; Mrs. Stoakes; and Paul M. Klein, Mid American Ins. Co., Kansas 
City, Kan. Mr. Baskin is outgoing president, Mr. Stoakes president, and Mr. 


Klein president-elect. 
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Maclean, Textbook Author, Disagrees 
With Gregg On Terminology Confusion 


Joseph B. Maclean of Yarmouth 
Port, Mass., retired vice-president and 
chief actuary of 
Mutual of New 
York, author of 
the standard text- 
book “Life Insur- 
ance,” and now a 
consultant, writes 
as follows about 
the talk in which 
President Davis W. 
Gregg of Ameri- 
can College of Life 
Underwriters gave 
the insurance di- 
vision of Special 
Libraries Assn. his ideas on revising 
insurance terminology: 





Joseph B. Maclean 


With all due respect to Mr. Gregg, 
I venture to disagree with his views 
on insurance terminology as reported, 
and editorially approved, in your is- 
sue of June 11. 

When Mr. Gregg uses such expres- 
sions as “terminological chaos” and 
“infernal and exasperating jungle of 
confusing terminology” and when he 
asserts, without any supporting evi- 
dence, that “countless sales have been 
lost” and that “manpower costs have 
been doubled or trebled’’ because of 
unsuitable terminology, he is, in my 
opinion, indulging in gross exaggera- 
tion. 

As a “horrible example,” Mr. Gregg 
asks: “what do you suppose ‘non- 
cancellable guaranteed renewable dis- 
ability income’ means to John Doe and 
Richard Roe?” Unless John Doe and 
Richard Roe are morons, I would sup- 
pose that they would understand from 
these words that the policy in question 
cannot be cancelled by the company 
and that the company guarantees to 
renew it, if desired, at each premium 
due date. What other meaning could 
they have? 


Defends Use Of ‘Ordinary’ 


Mr. Gregg apparently objects to al- 
most all the customary insurance 
terminology, including such terms as 
“ordinary life,” “reserve,” “dividend” 
and so on. As to the word “ordinary,” 
the principal definitions in Webster 
are: “according to existing order, reg- 
ular, common, usual” while “inferior” 
is mentioned only as a second defini- 
tion. 

The usual meaning of the word 


To Appeal Reversal 
Of Award To Agent 
In Commission Suit 


NEW YORK—Merril P. Arden, gen- 
eral agent here for National Life of 
Vermont, filed an appeal with the New 
York court of appeals from the appel- 
late division’s recent reversal of the 
$17,692 award he won in the supreme 
(trial) court against two clients who 
got him to work up a plan of insur- 
ance and then switched the business 
to the controller of one of their cor- 
porations, who allegedly became an 
agent for the purpose. 

Mr. Arden contended that tere was 
a verbal understanding that if the in- 
surancé were bought he would sell it. 
The five-judge appellate court, while 
obviously sympathetic with his plight, 
decreed that he had failed to offer suf- 





ficient proof of the existence of the 
alleged covenant between him and his 
clients. 


“dividend” is a share of distributed 
profits—which is what an insurance 
dividend is. The word “reserve” and, 
perhaps, a few others are not ‘too 
happily chosen. 

However, all of these forms have 
been current in the United States and 
Canada for over a hundred years. They 
are included in millions of outstand- 
ing policies and in the insurance laws 
of all the states and provinces. Their 
meanings have frequently been the 
subject of judicial ruling and are well 
established. I believe these meanings 
are understood perfectly well by all 
but a small minority of the insurance 
—buying public. For those who: do not 
understand them, the agent is there 
to explain them. 

Insurance is a highly technical busi- 
ness and the insurance contract must 
be free from doubt or ambiguity. Any 
attempt to write policies in “basic 
English” or to over-simplify their 
terms so that every John Doe and 
Richard Roe can be expected to under- 
stand all of them is, in my opinion, 
futile and may be dangerous. This is 
not to say that further room for sim- 
plificati »n does not exist. 


New Life Company To 
Sell To Women Only 


Stock is being offered to the public 
in Woman’s Life Founding Corp. of 
Bethesda, Md. This organization in- 
tends to establish a life company 
which will specialize in the sale of 
life coverages for women only. 

The current offering is 60,000 shares 
of Woman’s Life Founding Corp. at $5 
a share. The stock has a $1 par. There 
are 150,000 shares authorized and 
90,000 have been issued, 50,000 having 
been subscribed to by 15 individuals 
for a total of $50,000, and $40,000 hav- 
ing been given to Miss Phyllis R. Bion- 
di, Miss Jery Kelso and Miss D.D. Fer- 
guson for services rendered. 

When the life company is organized, 
stockholders of Woman’s Life Found- 
ing Corp. will receive stock in the life 
company on a share for share ex- 
change. 

Irwin M. Solomon, New York, are 
consulting actuaries. 

Miss Biondi is president of the 
Founding Corp. She is a former as- 
sistant to the general agent in the 
eastern division of Government Per- 
sonnel Mutual Life. Miss Kelso, vice- 
president of the Founding Corp., is a 
former agent of New York Life in 
Arizona, and Miss Ferguson has been 
with the Internal Revenue Service. 
Treasurer is William H. Ferguson, Jr. 


Surety Life Completes 
Stock Sale, Plans Dividend 


The sale of 10,000 shares of Surety 
Life of Salt Lake City has been com- 
pleted through J. A. Hogle & Co. The 
stock was sold at $170 a share, and the 
net proceeds to Surety Life were $1,- 
564,000. 

President Lewis T. Ellsworth said 
the company now has $700,000 capital, 
$2,000,000 net surplus and $13,600,000 
in assets. The insurance in force totals 
$69,500,000. 

A 10% cash dividend has been voted 
to stockholders of Surety Life, to be 
paid to stock of record June 20. 

The directors also adopted a resolu- 
tion to declare a 50% stock dividend. 
Stockholders will vote on this July 15. 
The stock dividend, if passed by the 
stockholders, will be paid Aug. 15 to 
stock of record Aug. 1. 


ALC Lite Investment 
Seminar Under Way 


The annual two-week session of Life 
Officers Investment Seminar sponsored 
by American Life Convention and grad- 
uate school of business of University of 
Chicago opened June 15 at Beloit Col- 
lege, Beloit, Wis. Marshall D. Ketchum, 
professor of finance of the university, 
is seminar director and has been asso- 
ciated with the project for 14 years. 

With Sherwin C. Badger, president 
New England Life and chairman ALC 
Financial Section, Mr. Ketchum is re- 
sponsible for shaping the curriculum 
and assembling the faculty. All ar- 
rangements are subject to approval of 
the Convention’s board of regents 
headed by ALC president J. C. Higdon, 
chairman Business Men’s Assurance. 


Four Divisions 


This year’s curriculum is divided in- 
to four general areas: General econom- 
ic factors; regional trends; trends in 
technology, and contemporary problems 
of investment management. There are 
also four evening lectures scheduled. 
Enrollment of 208 for this year repre- 
sents 115 ALC member companies in 
35 states, District of Columbia and 
three provinces of Canada. 

The seminar functions as a “graduate 
school” for life insurance investment 
executives. Its purpose is to make its 
members more competent in the formu- 
lation of investment policies. While ap- 
preciating the significance of short-run 
factors, it places particular stress on 
intermediate and long-run trends in the 
economy and upon factors which are 
most likely to escape the investment 
executive in his day-to-day activities. 
Also, the seminar throws light on the 
broad questions relating to the future 
of the country and the insurance in- 
dustry which have an impact on invest- 
ment policy but which go beyond the 
investment policy itself. 

First National Life of Phoenix has 
been admitted in Indiana, its 15th 
state. 





New Handbook Ready For 
Maryland, Del. And D. C. 


A new Underwriters Handbook of 
Maryland, Delaware, District of Col- 
umbia has just been published by 
the National Underwriter Co. It 
provides complete and up-to-date 
information om the agencies, com- 
panies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
these states. Copies of the Mary- 
land, Delaware, District of Columbia 
handbook may be obtained from 
the National Underwriter Co. at 420 
East Fourth Street, Cincinnati 2, 
Ohio. Price $12.50 each. 
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OPENING SOON—National Life of Vermont’s new home office building, 
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Financed Insurance 
Interest Dispute 
Goes To Tax Court 


WASHINGTON—Internal Revenue 
Service has disallowed a tax deduc. 
tion for interest on a loan incurred t | 
buy financed life insurance and ha; | 
forced the policyholder, Warren ¥ | 
Brown of Boise, Idaho, to take the | 
case to the tax court in order to oan] 
vent the government from ievying “q 
his assets for the deficiency. The 
docket number is 85508. i 

Assn. of Advanced Life Underwrit. | 
ers is working closely with Mr. Brown's 
attorney and has issued a special bul. | 
letin to its members about the case | 

“We have noted previously that in- | 
terest on financed insurance has hen | 
questioned by [internal revenue] 
agents throughout the country,” the 
bulletin states. “However, this is the 
first case to our knowledge in which 
the Revenue Service is willing to go 
to a judicial tribunal to decide the 
issue... . 

“From the pleadings on file at the | 
tax court, it is not clear what theory 
or theories the government is using, 
Your Washington counsel have been 
in touch with the attorney for Mr, 
Brown, but even he does not know de- 
finitely the theories upon which Reve- 
nue is resting its case. However, he 
has been led to believe that the local 
revenue agents (Boise, Idaho) are 
proceeding under general instructions 
from the Washington office of the In- 
ternal Revenue Service. 

“The agents have been instructed 
to refer to Washington any case which 
might possibly lead to a disallowance 
of the interest deduction on financed 
insurance. It now appears. certain 
that the Revenue Service is develop- 
ing a series of test cases concerning 
interest on financed insurance. Our 
warnings, relative to the effect of the 
government’s success in the courts on 
other aspects of the interest deduction, 
have been proven accurate. Once a 
single foot is in the door, the trampling 
army soon follows. ; 

“We will be working closely with | 
Mr. Brown’s attorney in an attempt to 
defeat the government’s claim. It is 
unfortunate, but true, that AALU rep- 
resents the only organized support for 
the financed insurance interest deduc- 
tion. If we don’t do the job—and that 
means we will need the support of 
every insurance agent concerned with 
the interest deduction—the interest! 
deduction will become a thing of the’ 
past. This job will require time, bes 
money, dedication and the complete) 
support of an expanding membership. 
We are now at the stage of hand-to- | 
hand combat.” 




















under construction for nearly three years, nears completion. Some 1,400 people 
recently attended the first of several open houses, this one for the men who 
worked on the building, their families and 400 suppliers whose products or serv- 
ice went into building the structure. The 550-member home office staff 


occupy the building July 11. 
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be his eleventh year to receive the 
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National Quality Award. 


Winning honors at Kansas City Life \ SAS (Hil ILRI R 


is nothing new to Kenneth M. Col- INSURANCE 


COMPANY 
ston. He has qualified for the Presi- 
Home Office / Broadway at Armour / Kansas City, Missouri 
dent’s Club each of the fourteen Represented in 41 States and the District of Columbia 
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Gerber Clears Air 
On Hopps’ Charges 


By WILLIAM H. FALTYSEK 


At a special press conference last 
week in Chicago, Director Joseph 
S. Gerber of Illinois distributed copies 
of a statement he has filed with the 
O’Mahoney subcommittee of the Sen- 
ate. Mr. Gerber explained the state- 
ment was prepared for insertion in 
the record of the proceedings of the 
subcommittee. It contains a categor- 
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ical denial of the charges made 
against him (and played up heavily 
in some of the Chicago newspapers) 
by Stewart B. Hopps when he appear- 
ed before the subcommittee. 

Appearing on the front page of 
Chicago’s American the day of the 
press conference was an article appar- 
ently gleaned from Mr. Gerber’s state- 
ment but with a rather weird depart- 


ure from its general tone. A _ big 
three-line headline stated: ‘Gerber 
Charges Plot to Wreck Insurance 


Curbs.” Mr. Gerber did point out at 
the conference that Mr. Hopps spoke 











“| agree North American Reassurance 
is quite a help, Howard, but isn’t that 
a big statement?” 

“Well, remember when their field rep- 
resentative was here last week? He 
gave us the dope in a hurry on how to 
solve those three problem cases last 
month. So happened we retained two 
cases ourselves and ceded one to them.” 

“Hmmm, that’s true... and their help 
is fast. Why, | phoned them about a 
highly rated case one morning last week 
and their decision was on my desk when 
| got back from lunch!” 

“And since you mentioned substand- 
ard, how about the way North American 
Re will accept facultative cases rated up 
to 1000%? How about the applications 
we had to turn down that they've re- 
vived for us?” 


Our background in life reinsurance exclusively 
helps underwriters and other life company executives 
solve problems over a broad range. For two good samples 
of this background, send now for your copy of 

“Economic Hesitation in Life Underwriting,’ 
John R. Ward of North American Re—and your copy of ‘‘Reinsurance 
Exclusively,'’ which outlines our many services. Simply address: 


NORTH AMERICAN 
REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chicago 1, III. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Caillf, 


Reinsurance Exclusively 
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‘ by Vice President 


“Ted, having our 
reinsurer is like 
having two more 
top underwriters, 
at no cost!” 


“Now there’s a service that’s really 
had an effect on the agency force!” 

“Not to mention their advice on the 
recent revisions of our non-medical 
limits and medical requirements . . . and 
all those special medical studies they 
publish, and...” 


“I’m convinced — 
except it may be 
three underwriters 
instead of two!” 





GROUP 


before the subcommittee as an expon- 
ent of federal regulation, but that was 
all he said on the subject. Another 
point he brought out was that Sen. 
O’Mahoney had written him to say 
that in no way was the inclusion of his 
name a personal attack on him and 
that the matter had been dropped. 

The Chicago Sun-Times, which 
gave considerable space and promi- 
nence to the original story, headlined 
its report of the press conference: 
“U. S. Senate Drops Probe of Gerber, 
State Insurance Chief.” There never 
was a probe of Mr. Gerber or any- 
thing like it. The Sun-Times . story 
compounded the confusion by leading 
off its story with: “Joseph S. Gerber, 
state insurance director, said Thurs- 
day a Senate subcommittee has drop- 
ped an investigation of his insurance 
dealings .. .” 

The Chicago Tribune handled the 
statement as a routine item. The Daily 
News ran nothing. 

As it turned out, while Mr. Gerber 
did get his side of the story in the 
record in Washington, the publicity he 
received from his press conference was 
so unfortunate that this intended 
additional aid to the cause might 
better have been omitted. 


Form Long Island General 
Agents & Managers Assn. 


A local association of General 
Agents & Managers Conference of 
NALU has been formed for Long Is- 
land, N. Y. The local association re- 
ceived its charter from Leonard T. 
Smith, GAMC chairman, at ceremo- 
nies in the Sky Club of Roosevelt Field, 
Garden City. 

After the charter presentation, the 
following officers of the local unit were 
installed: Joseph Nagle, Continental 
Assurance, Garden City, president; 
Lambert G. Aloisi, Postal Life, Hunt- 
ington, administrative vice-president; 
William Krauss, Guardian Life, Hicks- 
ville, 2nd _ vice-president; Whiting 
Evans, Monarch Life, Amityville, sec- 
retary; Maxwell Bergman, Mutual of 
New York, Garden City, treasurer 
and Victor Goldberg, Mutual Benefit 
Life, Garden City, representative. 

Directors installed were Edwin J. 
Debus, Equitable Society, Hemp- 
stead; Donald Martin, Metropolitan 
Life, Floral Park; Marshall Rubenstein, 
Citizens Life, Hicksville; Morris 
Strauss, Security Mutual of New 
York, Hempstead; Robert Wickham, 
Prudential, Babylon; Dan Rothenberg, 
Continental Assurance, New Hyde 
Park, and Leo Gansmiller, Connecti- 
cut General, Garden City. 


Magee Is President Of 


Portland Agents’ Assn. 


Portland (Ore.) Assn. of Life Un- 
derwriters has elected Thomas J. Ma- 
gee, New England Life, president. Fred 
L. Booth, Occidental of California, is 
vice-president, and Fred A. Stettson, 
Prudential, secretary-treasurer. 

Directors are Patrick B. Carr, Con- 
necticut Mutual; Miles P. Englehart, 
Massachusetts Mutual; John Hartley, 
Standard of Oregon; Emmel Kirnak, 
Penn Mutual; John L. Warwick, Life 
of North America, and Mr. Stetson. 


Western Life Sets Record 

Western Life of Helena had a rec- 
ord May with new paid business for 
the month of $15,188,214 as against 
$8,430,723 for the same month last 
year. Ordinary life sales for the first 
five months were $50,434,426, com- 
pared to $35,599,875. The 50th year 
convention for production leaders 
was held at the Broadmoor Hotel, 
Colorado Springs, June 12-15. 
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We are specialists in pro- 
ducing films . . . both mo- 
tion picture and sound 
slidefilms . . . for insurance 
companies. These are not 
stock films but films indi- 
vidually created to meet 
the special requirements of 
our insurance company 
clients. 30 of these Colburn 
Motivation Presentation 
films have aided in the sale 
of over $1 billion in insur- 
ance. To learn how our 
creative film production 
service will be of benefit to 
your company, write or 
telephone us. 









MOTION PICTURES 
SLIDEFILMS 





JOHN COLBURN 
ASSOCIATES, INC. 
1122 Central Ave., Wilmette, Illinois 
Tei. ALpine 1-8520 ¢ Chicago: BRoadway 32310 
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Trend To Home Office 
Takeover Of Ordinary 
Collections Revealed 


A definite trend toward centralizing 
collections of ordinary premiums in 
the home office is shown in “Ordinary 
Premium Collections,” a special report 
of Life Office Management Assn. 











The newly published report, based 
on information supplied by 181 LOMA 
| member companies, points out that in 


} many cases the trend toward central- 


ized collection is due simply to the 
: growth of preauthorized check busi- 
ness and other specialized billing, 
which are normally collected in the 
home office. In other cases, the trend 
| is the result of actual transfers of or- 
dinary collections from general agen- 
cies or branch offices to the home of- 
' fice. In a few cases, centralization was 
| accomplished through the use of re- 
| gional collection centers. 
| The trend toward centralization, the 
| report notes, was found to be more 
pronounced among the larger compa- 
| nies. Smaller companies, generally 
| speaking, have traditionally collected 
their premiums at the home office. 

Although economy was cited as the 
chief reason in a number of cases, 
other reasons advanced to explain the 
trend included better control of the 
premium collection operation, plans to 
mechanize parts of it, more emphasis 
; on sales effort in agencies and less on 
routine collection work, and the re- 
duction of personnel problems in the 
field, the report reveals. 

The 181 companies that contributed 
to the survey range in size from very 
large to quite small. They collect pre- 
miums on more than 44 million ordi- 
nary life and annuity policies each 
year. Total premium collections for 
these companies are well in excess of 
$100 million annually. 

Copies of the report have been dis- 
tributed to LOMA member companies. 
Additional copies are available from 
the LOMA staff office at a cost of $1.50 
to members and $3 to nonmembers. 


LIFE INSURANCE EDITION 


Joe Hartnett Jr., Informative Research; 
securing information from classified 
industries; and Otto V. Elder, Ameri- 
can Service Bureau, the exploding 
population in suburbia. 

Also William W. Fralick, Security 
L.&A., financial underwriting; Will- 
iam G. Rohlffs, Standard Ins. Co., 
underwriting poor driving records; 
Kenneth B. Prouty, State Farm Life, 
underwriting substandard A&S; Ed- 
ward M. Ulrich, Pacific Mutual, guar- 


anteed renewable; and Edward J. 
Otte, Pacific National, underwriting 
group life. 


Top Court Rejects 
Columbus Mutual 
Surplus Dispute 


WASHINGTON The Supreme 
Court has refused to review the case 
in which Ohio State Life sought to 
change the charter of Columbus 


Mutual Life. 

Columbus Mutual, 99.94% of whose 
stock is owned by Ohio State, has a 
surplus of $19 million. Attorneys for 
Columbus Mutual policyholders con- 
tended that the surplus belonged to 


5 


these policyholders. The federal dis- 
trict court, later upheld by the circuit 
court of appeals, enjoined Ohio State 
from making the proposed charter 
changes. Ohio State appealed to the 
Supreme Court. 


Indianapolis Life Sets Sales Record 

Indianapolis Life closed its Presi- 
dent’s month in May with a record 
breaking production of $12 million, 
30% ahead of May, 1959. Leading 
agent was Charles E. Keaton Jr. of 
Detroit, and the leading agency was 
Kaufman of Shelbyville, Ind. 





A LITTLE NIPPER brings big responsibilities . . . and MONY’s ‘ADD-ON’ 
helps your clients meet them. There’s a basic MONY policy to cover 


WHY MONY’s ‘ADD-ON’ LIFE INSURANCE 
MEANS PROFITABLE REPEAT SALES FOR YOU 


underwriting requirements). There are 10 different 
‘ADD-ON’ riders. They cover a wide range of needs, 
and most of them are convertible to commission- 
building ordinary life insurance plans. Find out 
how ‘ADD-ON’ can increase your sales right now. 











Sie es eee 
immediate needs, and there’s a discount if the face amount is $5,000 or 
more. New needs can be met by adding on riders to the MONY policy. 





American Natl. Ordinary 
Sales Up 27% In May 


American National agents wrote 
, $80,606,947 of ordinary business in 
May, an increase of 27%. Ordinary 
sales for the first five months of 1960 
amounted to $371,851,360, an increase 
of 18%. Sales of intermediate insur- 
ance for the first five months were 5% 
| ahead of last year and industrial was 
| slightly down. The five-month in- 
| crease of combined ordinary, industrial, 
‘credit and group sales was 20%. 











‘ADD-ON’ helps you build a continuing clientele. 
You sell your client a basic MONY policy, tailored 
to his needs by adding on low-cost MONY riders. 
Later, as his needs change and grow, he adds on 
additional riders (subject, of course, to MONY’s 


| Svendsen Is President Of 


Western HO Underwriters 

Home Office Underwriters Club 
of the Western States, at the annual 
meeting at Pebble Beach, Cal., elected 
Jonas Svendsen, Metropolitan Life, 
} San Francisco, president to succeed 
Victor H. Watkins, Pacific National. 
Other officers are William H. Lane 
Jr. West Coast Life, vice-president, 
and Dale McDaniel, Northern Life of 
Seattle, secretary. 





FREE BOOKLET TELLS 

ABOUT MONY’S ‘ADD-ON’ 

MONY, Dept. NU-56, Broadway at 55th St., 
New York 19, N.Y. 


Please send_____copies of MONY’s 
free ‘ADD-ON’ booklet. 














N Speakers and subjects appearing on Name 

. the program were William H. Lane Jr., 

is current problém of medical fees; John aes ; 

y 32310) R. Pullman, Oecidental Life of Calif- City Cust. State 





ornia, attending physician reports; 
John H. Thompson, Metropolitan, 
function of the actuary in under- 
Writing; William L. Smith, Re- 
tail Credit Co., handling large cases; 
Hiram A. Nickles, Hooper Holmes 
Bureau, moving reports promptly; 











LIFETIME RETIREMENT INCOME. A new 
MONY ‘ADD-ON’ rider, added to your cli- 
ent’s basic MONY policy at issue, can help 
assure him of a more comfortable retire- 
ment income—one he cannot outlive. 


CHILDREN’S EDUCATION. ‘ADD-ON’ can 
help your client guarantee money to 
send his children to college if he’s not 
here. ‘ADD-ON’ builds protection for 
clients, profitable programming for you. 





Brokerage Name as 
Maow:O- New Wonka 


_ The Mutval Life insurance Company Of New York, New York, N.Y. 
Soles and service offices located throughout the United States and in Canode 
For Ube, Accident & Sickness, Grovp Invurance, Penuon Plom, MOMWY TODAY MEANS MONEY (OMOEROW! 
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Hie NATIONAL UNDERWRITER 


Nationwide’s Operating Strategy 
Outlined By Its Research Chief 


The long-range strategy on which 
the Nationwide group of insurance 
companies is basing its operations was 
explained at the recent annual meet- 
ing of New York State Assn. of In- 
surance Agents at Kiamesha Lake by 
Robert A. Rennie, vice-president-re- 
search of Nationwide. 


view that there are four trends at 
work in insurance: (1) the offering of 
an all-lines family account package of 
insurance services; (2) the progres- 
sive automation of all insurance dis- 
tribution procedures; (3) the merger 
of companies, and (4) the integration 
of insurance and investment services 


family financial planning over its life 
cycle. 

So firmly does Nationwide believe 
this that Mr. Rennie said: “In our 
opinion, any company and any agency 
that can gear its operations to take 
advantage of these trends will pro- 
gress rapidly in the years ahead; on 
the other hand, if a company or an 
agency ignores their significance, its 
competitive problems will increase and 
it will fall behind, in terms both of 
growth and earnings.” 

Mr. Rennie quoted Dr. S. S. Hueb- 


This strategy is based on the group’s_ to provide a more rational approach to ner, famed insurance educator, as 





the 
standpoint 
of 











PROGRESS 





Progress is a 


combination of planning... 


creating...and finally moving ahead. 
Using the most modern facilities and techniques 


we are accomplishing the first 


two steps. As a result, our Agents 


Life, Accident & Sickness, Pension Plans, Annuities 






EZPMSHIRE Li? 


“SURANCE COMPANY +> 


and Brokers can accomplish the third. 


PITTSFIELD, MASSACHUSETTS e 


RKSHIRE LIFE 


A MUTUAL COMPANY FOUNDED IN 1851 
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having said in 1951, “There is an ir- 
resistible trend toward the all-’round 
multiple line insurance man who ad- 
vises on all forms of insurance—life, 
property and liability.” 

All-lines insurance, said Mr. Rennie, 
permits the policyholder to “wrap up 
all his insurance in a single package, 
buy it from a single agent, and pay 
for it with a single monthly check, 
It helps to eliminate gaps in family 
protection and at the same time pre- 
vents excessive duplication of protec- 
tion. 


Each Line Gets Proper Share 


“The all-lines approach is the best 
way to make sure of satisfying legiti- 
mate unfilled insurance needs rather 
than contrived needs created in order 
to sell a particular coverage. Each line 
of insurance will receive its proper 
share of the policyholder’s premium 
dollar. Too often today each line is 
competing for the maximum amount 
of that dollar it can get, and the fami- 
ly’s insurance program is a lopsided, 
jerry-built affair. 

“The family account basis permits 
a functional approach to insurance 
marketing by examining the total 
needs of the family unit. 

“All-lines insurance is good for the 
agent because he no longer has to be 
concerned solely with commission per- 
centage by line of insurance but with 
the total net income he earns from 
insurance’ sales. Most Nationwide 
agents who have adopted family ac- 
count selling find that their incomes 
are substantially higher than the 
agent-specialist whose commission 
scales on specific policies are often 
double his own. Above all, he has far 
fewer questions about his genuine 
contributions to the welfare of his 
policyholders and their ability to meet 
all the contingencies of life. . . . 


Adjusts To Needs 


“All-lines insurance will also _per- 
mit the agent to adjust the family 
program to meet different needs at 
separate stages of the life cycle. In 
this manner, the agent can increase 
the persistency of his business and re- 
duce the competitive inroads of other 
agents.” 

Mr. Rennie said all-lines insurance 
groups now write one-fifth of all in- 
surance premiums. He thinks legis- 
lation is likely to be enacted permit- 
ting life companies to own fire-casualty 
insurers. 

Discussing automation in distribu- 
tion, Mr. Rennie said the economics of 
electronic data processing will inevit- 
ably shift all accounting and premium 
billing and collection functions to the 
companies, from where they are now 
in the agencies, regardless of current 
methods of distribution. The startling 
electronic innovations of the future 

(CONTINUED ON PAGE 12) 


a Service Guide. 


CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 
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LIFE INSURANCE EDITION 


Newly Named IAHU Enjoys Vigorous Annual 


(CONTINUED FROM PAGE 1) 
cannot do the job of insuring the pub- 
lic. 

F. Kenneth Stoakes, Loyal Protec- 
tive Life, Los Angeles, succeeded Oak- 
ley Baskin, Mutual Benefit H.&A., Buf- 
falo, as president. Paul M. Klein, Mid 
American, Kansas City, Kan., was 
named president-elect, and new vice- 
presidents are Milton L. Rose, Paul 
Revere Life, Los Angeles, and John J. 
Symanitz, Inter-State Assurance, Min- 
neapolis. Jay De Young, De Young & 
Associates, Oak Park, IIl., perennial 
controller, was reelected. 


Gives Presidential Report 


In his presidential report, Mr. Bas- 
kin took note of the association’s dis- 
tribution of 100,000 pamphlets com- 
pating the Forand bill and representa- 
tion before the House ways and means 
committee in Washington. He lamented 
the published views of Social Security 
Commissioner Schottland; who _ re- 
marked that saving for the “rainy day” 
of old age and cultural beliefs about 
individual responsibility are “hang- 
overs from an earlier social economic 
era” which “hinder the fullest and 
most effective use of the instrument 
of social legislation.” 

Said Mr. Baskin: ‘‘When an official of 
our government in a high position in 
one of our bureaus, condemns the idea 
of individual responsibility, it becomes 
an alarming situation.” 

He found encouragement in the suc- 
cess of the local associations, observ- 
ing that two qualities of successful as- 
sociations are development of leader- 
ship that can carry on after the pre- 
sent administration and maintenance 
of adequate records. 

Indication that Congress may come 
up with something in old age health 
legislation that is acceptable to IAHU 
was given in the legislation report by 
E. H. O’Connor, Insurance Economics 


| Society. He urged his listeners to 


exhort their congressmen to support 
the Mills bill, which has been reported 
favorably out of the House ways and 
means committee. This bill, he said, 


‘would provide medical care for the 


low income aged who really need the 
help, and under a federal-state grant- 
in-aid program, would cost $325 mil- 
lion, far less than any bill offered 
heretofore. 

Commenting on the Forand bill, Mr. 
O’Connor opined that it was the com- 
pulsory features of the bill that gave 
the majority of legislators cold feet 


_ and blocked its passage. 
' 30th Annual Rally 


The meeting marked the 30th an- 
niversary of the association, which 
began its second 30 years with a new 
name. The abbreviated appellation was 
unanimously approved to conform with 
the term becoming more commonly 
used to identify the business. 

A resolution was passed authorizing 
a wire to Speaker of the House Ray- 
burn protesting the Long amendment 
to HR 11045. The bill would reopen 
NSLI for veterans and the amendment 
would offer health insurance under 


_NSLI. 





In another resolution, IAHU com- 


+ mended companies for developing cov- 


erage for the aged and urged that 
efforts in this direction be continued. 
W. Harold Petersen, Underwriters 
National, announced that DITC will 
augment and supplant its classroom 
instruction program with advanced 
underwriting seminars, the first of 
which will be held this fall at Purdue 
University. 

New DITC officers elected at their 


XUM 


meeting are Paul Light, Pan-American 
Life, president; William Harmelin, 
Continental Assurance, New York, 
vice-president, and Harold Moore, 
Hoosier Casualty; secretary-treasurer. 


Anderson Is Keynoter 


The blessings of health insurance 
were appraised by the keynote speak- 
er, Rex Anderson, vice-president of 
Life of North America. “We are proud 
of what accident and sickness insur- 
ance does for those whom we sell,” 
he said, this being before “accident 
and sickness” went out and “health 
insurance” came in. 

“A&S will give a family a home 
that won’t be taken away, give chil- 
dren their mother’s time, warm cloth- 
ing, good food, the happiness that 
comes from security; it gives a home 
continuity; it gives a family life, be- 
cause a family dies when its members 
scatter. The thing that holds a family 
together is income.” 

Mr. Anderson then described how 
health insurance can protect the mort- 
gage pay medical expenses, send chil- 
dren to school, and enable the disabled 
proprietor to keep his business. 


Inspirational Tells 


The inspirational sis-boom-bah of 
selling was provided by the final day 
speakers—Jack Schwartz, Los Angeles; 
W. Clement Stone, president of Com- 
bined of Chicago, and Frank Bettger, 
salesman and author, who exhibited 
the enthusiasm which enabled him to 
become a major league baseball player 
and a major league salesman. 

Mr. Schwartz demonstrated his sales 
techniques in using the telephone, an 
instrument which he said he regards 
as a “broadcasting station.” The pre- 
requisite of sales success is to expose 
oneself. This can be implemented best 
by the telephone, which permits the 
agent in one hour each day to call 10 





INTRODUCING— 


A REFRESHINGLY DIFFERENT 
AUDIO VISUAL LIFE INSURANCE INVESTMENT 
SALES PRESENTATION 
“MONEY when it REALLY MATTERS” 


35 MM (Beautifully Colored) Strip Film 
33-1/3 OR 45 RPM (Forcefully Narrated) Record 
Fits ANY audio visual unit 


OUR LOW INTRODUCTORY OFFER OF 


IS ONLY TO ACQUAINT YOU WITH THIS NEW AND AMAZINGLY DIFFERENT 
CONCEPT IN LIFE INSURANCE AUDIO VISUAL SELLING. 





After July 15, 1960 the price per set will be $25.00. 











A FEW IMPORTANT FACTS: 


@ Film has NO DISTRESS PICTURES—but NEW REFRESHING 
ILLUSTRATIONS to help drive-home the points of sale. 


@ Leaves NO DOUBT in prospect's mind that Life Insurance is still 
America’s NUMBER ONE investment device. 


@ Meets ALL other investment competition—no more worries about 
Mutual Fund salesmen. 
SEND YOUR ORDER TODAY TO: 
LANE ENTERPRISES, 2145 South Clermont, Denver 22, Colo. 





Sorry we cannot BILL individuals, your remittance MUST accompany 
order. We will gladly BILL companies however. If you are not satisfied, 
return the film and record to us within five days and your money will 
be refunded. 

















or True Group case. 


Guaranteed Renewable Policies Available! 


SELLING WORDS TO A BUYING PUBLIC 


National Casualty is constantly creating improved 
sales aids that will help you—the salesman— 
produce a higher percentage of sales. 
National’s representatives get the most modern 
sales aids in offering the finest in Disability 
Income, Hospital and Surgical coverages 

for the Individual, Family, Franchise 
















Thus 











Establish and build your own Direct Agency— 
highly attractive agency appointments in select 
territories now available. Write today for full 
particulars—Address: Accident & Health Div., 
National Casualty Company, Detroit 26, Mich. 












REMEMBER—IT'S EASIEST TO SELL THE BEST! 























prospects a day, 50 prospects a week 
and so on. 

Mr. Schwartz said he earns $5.60 
every time he picks up the receiver on 
the basis of averaging the results. He 
made several random calls, and by his 
logic was $28 richer at the end of his 
demonstration. Not all of his calls 
reached the intended party, including 
one to presidential secretary Ann 
Wheaton at the White House, but he 
got his point across: Just about any 
person who answers is a bona fide 
prospect. 

A panel Mr. 


moderated by Stone 


Through 


The 


FteNATIONAL UNDERWRITER 


analyzed and made recommendations 
for agents’ problems. Participants were 
Robert Main, All American L.&C.; 
R. W. Michaels, Buffalo; Richard 
Plasschaert, Ballin agency, Newark. 
Mr. Stone, an exponent of positive 
mental attitude, rhapsodized its vir- 
tues while a piano accompanied a por- 
tion of his talk. Relating his own suc- 
cess, he said his prescription for the 
same consisted of (a) inspirational 
motivation, and (b) know-how. To be- 
come successful, he said, an agent 
must be able to see an opportunity in 
every adversity. 


*« 
*« 
ee ee ae re ® * 


Family 


Pian 


A substantial portion of the program 
was devoted to audio-visual selling. 
n. L. Barrett, president Elba Corp. and 
Richard Gilmore, Continental Casual- 
ty, discussed and demonstrated audio- 
visual materials, and a screening of 
films was held Thursday afternoon. 


Tells Basic Assumption 


The basic assumption in health in- 
surance, Mr. Gilmore said, is that in- 
come protection is the most import- 
ant product that the company has to 
offer and that the public has to buy. 
The public does not wholeheartedly 





Provide an answer to every family’s life insurance 


needs with The Employers’ Life Family Plan. 


One policy protects the entire family . . . one plan 


gives every client the sound protection he needs and wants for his family. 


Your client selects permanent life insurance with cash reserve values, in units of 
$5,000. He may select up to three units. The Family Plan also insures his wife and 


all children in amounts determined by his total protection. 


Accidental death benefits . . . generous conversion options . . . liberal premium 
waiver benefits . . . these and other outstanding features make the Family Plan 


ideal for every family. 


For complete details, ask for our new sales aid by contacting the Life 


Manager in your city or writing to our home office at the address below. 


(SL 


a 


¢ 
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INSURANCE COMPANY OF AMERICA 


EXECUTIVE OFFICE: 


110 MILK STREET, BOSTON 7, MASSACHUSETTS 


ONE OF THE EMPLOYERS’ GROUP OF INSURANCE COMPANIES 
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accept this. Many parts of the insur- 
ance industry itself are not sold on 
the idea. 

He related the manifold problems 
that his company experienced in de- 
veloping and producing its own fiim. 
“We debated the advantages of gener- 
al appeal vs specific appeal; of male 
vs female appeal, and of accident vs 
sickness presentation. We had to de- 
cide whether to demonstrate the bene- 
fit or not, and if so, how much and 
how long; and whether or not to spe- 
cify cost. 


Incorporate Appeals 


“We decided that if we were to elim- 
inate the initial objections to the 
health insurance sale, we had to in- 
corporate appeals that were both 
emotional and logical, with certain 
power-phrased tie-ins.” 

For a company interested in testing 
audio-visual material, Mr. Gilmore 
had this advice: Select a good agency 
in the local area; don’t oversell or 
overtrain the producers; test audio- 
visual material in as many situations 
as possible; evaluate the results 
against the agency’s pre-audio-visual 
production by keeping close tabs on 
individual calls. 

He said that Continental’s experi- 
ence with audio-visual materials had 
shown these major advantages in their 
use: (1) Aids recruiting and training: 
(2) gives the producer confidence; 
(3) makes it easier to reach and to 
convince the prospect; (4) sells a bet- 
ter plan at a higher premium, and (5) 
makes it easier to get referrals. 


Discusses Success 


Mr. Gilmore related Continental’s 
success with the average consumer. 
Over 85% of those approached, he 
said, were actually motivated toward 
purchase after seeing the audio-visual 
demonstration, and sales were made 
on 40% of calls of all kinds. 

Breakfast sessions were held for 
Leading Producer Round Table quailifi- 
ers and DITC trustees and instructors. 
J. Will Paull, Associates Life, Detroit, 
addressed the former, and W. Harold 
Peterson, Underwriters National, pre- 
sided at the DITC breakfast. 

A friendly rivalry between the 





Gen. American Issues 
New Group Program 


General American Life has announ- 
ced a new group life program, which 
will eliminate the need for supple- 
mental group coverage. 

The new program is keyed to “rea- 
sonable relationship to earnings,” and 
provides maximum amounts which are 
dependent on the number of lives and 
the average amount of insurance per 
life, rather than upon the total vol- 
ume of insurance. 

The company has also made avail- 
able for new and present group policy- 
holders four settlement options, closely 
paralleling those used in ordinary. 
Election of one of the four options 
may be made by insured or the bene- 
ficiary. Options available are the fixed 
period, fixed amount, life annuity— 
10 or 20 years certain—and interest— 
only. 

In still another group change, the 
company is offering coverage for re- 
tired employes. The new standard 
benefit design calls for at least a 50% 
reduction of coverage at age 65, or at 
retirement if before age 65. Reduc- 
tions may be accomplished by steps 
to effect full reduction by age 10. 
Employes may convert the amount 
of the reduction to an individual pol- 
icy. 
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Chicago and Indianapolis associations 
over which was larger pervaded the 
meeting. With 187 members at the 
end of the May 31 official year, the 
Chicago association was the largest, a 
fact which the Indianapolis people had 
difficulty accepting because at con- 
vention time they had passed Chicago. 
A certain element not entirely per- 
tinent to insurance was injected into 
the program, adding to the interest 
land enjoyment. Bill Veeck, colorful 
lowner of the Chicago White Sox, 
jpoke at the Wednesday luncheon and 
managed to be entertaining despite his 
team’s being in the midst of a seven- 
game losing streak to the Yankees. A 
jpleasant innovation this year—that of 
lrowning “Miss A&H”—was per- 
formed at the luncheon, and Sandie 
Keiler, a blonde from Bankers L.&C., 
received an engraved loving cup in 
recognition of her accomplishment. 





‘awards Given 


IAHU- bestowed a. number of 
distinguished service awards. 
The recipients were Arnie Bruheim, 
North American L.&C., Minneapolis; 
Wallace L. Clapp, Eastern Underwrit- 
er, New York; John Galloway, Provi- 
jdent L.&A., Birmingham; Frank Gabor, 
(Gabor & Co., Miami; Herman Harri- 
json, Harrison & Lawrence, Cincinnati; 
‘Paul Keller, Mutual Benefit H.&A., 
\Portland, Ore.; William A. Knight, 
‘Federal L.&C., Cleveland; Virgil Mc- 
Vicker, Transportation Ins. Co., Wichi- 
ta; and Daniel X. Marlowe, Provident 
L.&A., Chicago. 

Also, Howard E. Nevonen, Washing- 
ton National, Los Angeles; M. E. Nob- 
let, North American L.&A., Indiana- 
polis; J. Will Paull, Associates Life, 
Detroit; Blanche I. Ritter, McKinnon 
& Mooney Insurance Service, Flint, 
Mich.; William E. Reinsh, Massachu- 
setts Bonding, Omaha; Rollin B. Smith, 


LIFE INSURANCE EDITION 


Push To Revive Premium Payment Test Seen 


(CONTINUED FROM PAGE 1) 

for a period of years on an endowment 
policy on his life but owned by his 
wife. Toward the end of the endow- 
ment period, the wife could withdraw 
an amount almost equal to the face 
and there would be no question of tax. 
Yet if she did not, and her husband 
died at that time, the entire face 
amount would be includible in his es- 
tate because of the premium payment 
test, even though his wife had all the 
incidents of ownership. 

Mr. Hirst said he was not troubled 
by a tax that applies equally to all tax- 
payers. What is bad is a tax that dis- 
criminates so that people in the same 
situation are treated differently. 


Can’t Be Compared 


As to the argument that a premium- 
payment test makes life insurance the 
only type of property that can’t be 
given away, Mr. Hirst said he sees no 
reason why life insurance should have 
to be “reduced” to a plane of equal- 
ity with other investments. Life in- 
surance is something so special—al- 
most sacred—that it can’t be compared 
with other types of property—in fact, 
it should not be looked upon as prop- 





Washington National, Oklahoma City; 
John J. Symanitz, Inter-State Assur- 
ance, Minneapolis; J. Russell Town- 
send Jr., Indiana state senator; and 
James Underwood, Mutual Benefit 
H.&A., Peoria. 

A special award was also given to 
Mr. Reinsh, who is retiring from the 
board. 

In one of the final matters of busi- 
ness, the association received bids for 
future convention sites. The 1961 
meeting will be held June 12-14 at the 
Waldorf-Astoria, New York. 
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Please mail resumé to: 
Assistant to the President, Group Dept. 
Valley Forge Life Insurance 





Company 
American C Ity Company 
Home Office: Reading, Pennsylvania 
Since 1902 





Supervisors! 


Are you all boxed up 
in a job without 
a future? 


Here’s a chance to grow in the 
Group field and open up new man- 
agement vistas for yourself in Group 
and Ordinary. 


Rapid expansion has created 
new management positions in 
several of the largest eastern 
metropolitan areas for the fast- 
growing Group Division of a 
large national company. 

If you are under 40 with at least 
5 years experience as a Group 
Sales Field representative with 
a life company; have a college 
degree; are able and ambitious, 
send in a complete resumé. It 
will be held in strict confidence. 
Positions offer excellent salary, 
car and expenses. 

Your working tools: Extremely 
attractive Group Life maximums, 
and brokerage commissions. 
Highly competitive Group A & 
S, Hospital, Surgical and Major 
Med programs (for 10 em- 
ployees and up). A tremendous 
potential in working among 
14,000 established agents and 
brokers. 











erty in the usual sense but as a unique 
vehicle for protecting the families of 
self-respecting people from becoming 
objects of charity. 

“Consequently,” he said, “I don’t 
agree with those who say, ‘You can 
give away a bond outside your estate 
but you can’t give away your life in- 
surance, isn’t it terrible?’ ” 

Mr. Hirst believes that taxation is 
not a scientific process and every sys- 
tem that can be devised will work a 


hardship in some cases. 

Mr. Hirst pointed out that a man 
can leave $120,000 of life insurance 
all payable to his wife, and if that is 
his entire estate, his estate tax will 
be precisely nothing, no matter who 
paid the premiums or had the inci- 
dents of ownership. 

“There’s one basic thing to remem- 
ber,” he said. “We’re living in Amer- 
ica with all its unbelievable benefits, 
and if all these blessings cost a few 
dollars in taxes, I, as a tax lawyer of 
many years’ experience, say, ‘So 
what?’ ” 
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WITH 
OHIO 
NATIONAL 
LIFE’S 


Technique 


STREAMLINED 
EFFECTIVE 
EASY TO USE 


Ohio National Life’s ‘‘Directed 
Dollars” goes far beyond ordinary 
programming procedures. 

“DD” is Flexible . . . can be used 
for a package sale, a simple pro- 
gram, a complete program, or for 
estate analysis. 

“DD” is Comprehensive .. . can be 
used with almost every type of 
prospect ranging from those of 
modest means to the substantially 
wealthy. 

“DD” is Streamlined . ... provides 
the tools for professional program- 
miag without “busy work” details. 





NOW - RESULTFUL 


LS SIMPLIFIED 
Hy PROGRAMMING 









* 
» 









“DD” is a Sales Technique... 
which does not overlook the funda- 
mental purpose behind program- 
ming — to make more and better 
sales. 

Here’s proof again that Ohio 
National Life is providing more of 
the right kind of sales aids to keep 
their agents “a jump ahead.” With 
materials like this, more prospects 
become policyowners . . . and in 
shorter time. 
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Nationwide Stand On 
Ad&S For Aged Put In 


Congressional Record 

WASHINGTON, D. C.—Sen. McNa- 
mara of Michigan, who has introduced 
his own liberal version of the Forand 
bill in the Senate, has put into the 
Congressional Record Nationwide Mu- 
tual group’s recent policy statement 
backing use of the social security prin- 
ciple to provide basic hospital and 
medical care for persons over age 65. 

Nationwide President Murray Lin- 
coln, in releasing the policy statement, 
said the thinking behind the group’s 
stand was not that government should 
do for people what they can do them- 
selves, “but we have a situation where 
the government must step in if basic 
medical care is to be made available 
to people who need it.” 

In his statement prefacing introduc- 
tion of Nationwide’s stand, Sen. Mc- 
Namara said, “Nationwide is the first 
insurance company to recognize the 
point I have made earlier on this vi- 
tal topic—that the type of legislation 
such as I have introduced in S 3503 will 
create opportunities for private in- 
surance companies to offer supple- 
mentary protection in addition to the 
basic benefits provided in such legis- 
lation.” 

The senator added that the policy 
statement affirms “my insistence and 
that of my co-sponsors that we are 
not out to destroy the field of private 
health insurance.” 
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INCREASING TERM... 


INSURANCE FOR OPTIMISTS 


—— 


We live in an age when everyone expects to be worth 


more tomorrow than he is today. 


Since personal insurance should coincide roughly with 
personal worth, isn’t it logical for a man’s insurance to 
grow as he grows? To increase with his importance 

to his employer?...the size of his family?...the worth of 


his own business? 


Occidental’s new Increasing Term policy does just 
that. The coverage AUTOMATICALLY jumps each 


year—but the premium never changes! 


For example, during a 10-year period a $10,000 policy will 
increase $1,000 a year. At the end of the term the policy 
can be converted (without evidence of insurability ) 

to $20,000—double the initial amount. 


And during this period the premium hasn’t changed a cent. Z = 
Rubenstein Is Named Head 


Of Baltimore Agents Assn. 


Frank J. Rubenstein, Equitable So- 
ciety, was elected president of Balti- 
more Life Underwriters Assn. at its 
annual meeting. 

Other officers elected were Louis A. 
Manza, Metropolitan, Ist vice-presi- 
dent; Richard M. Patterson, Massa- 
chusetts Mutual, 2nd vice-president, 
and Merritt A. Birch, Mutual Benefit 
Life, chairman. 


For additional information call your nearest Occidental 
representative or write to our Home Office, Dept. 808. 


If you believe in tomorrow, you'll believe in 
Increasing Term. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/W. B. Stannard, Senior Vice President 
(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


Citizens Natl. Declares Dividend 

Citizens National Life of Indianap- 
olis has declared a 10% stock dividend 
to be paid to all stockholders of record 
as of July 1, 1960. This is the third 
consecutive year in which the company 
has paid stock dividends. 


We pay Lifetime Renewals...they last as long as you do! 




















r advancement and success 


“The well-adjusted man plans wisely fo 


~~. in his chosen field. He also provides for possible future emergencies, 
and for some of the finer things of life, as well: Education for his 
children—a home for his family, always—a carefree retirement in later 
years. He fulfills his obligations to his family and to himself 
through a well-planned life insurance program, tailored especially to fit 
his needs. Our agents find Modern Woodmen's many plans an 


S 


invaluable aid to intelligent programming. 


For Modern Life Insurance 
It’s Modern Woodmen 


“ODER Y/OODMEN of America e Home Office e Rock Island, Ill. 
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Mich. Blue Shield Gets 
11.5% Rate Boost, 
Had Sought 19.5% 


LANSING—A rate increase of 11.5% 
for Michigan Medical Service (Blue 
Shield) has been approved by Com- 
missioner Blackford. Blue Shield hag 
sought 19.5%. Announcement of the 
commissioner’s decision brought im- 


from Blue Shield officials who saiq 
income would be insufficient and a 
deficit of $3 million could be expected, 

The commissioner, who sanctioned 
the “compromise” increase for a one. 
year period only, conceded “there is 
no use in attempting to gloss over the 
precarious financial condition of Blue 
Shield. Our choice was between ap- 
proving an adjustment in rates or 
permitting the program to go ‘down 
the drain’. 
happen.” 

Mr. Blackford said “Examination 
of the books and records .. . has es- 
tablished the fact that the financial 
position . . . is serious and that there 
exists a need for adjustment of rates 
to meet this emergency situation.” 
Conceding the higher costs of health 
care, the commissioner noted “at the 
same time we must consider the abil- 
ity of the individual subscriber, 
particularly the senior citizen, to pur- 
chase the services made _ available 
through your plan .... We do not 
believe that the subscriber should 
bear the full burden of resolving the 
immediate financial crisis. For this 
reason, I cannot approve your board’s 
request for increases based on a two- 
year projection. Instead we have ap- 
plied the annual claims 
factor and other assumptions utilized 
in your computations to determine 
that a one-year projection would 
amount to 11.5%. This does not include 
the 3.5% allowance to rebuild surplus 

. which we feel compelled to dis- 
allow.” 

The approval for a rate increase is 
qualified by the requirement that 
Blue Shield institute such action as 
may be necessary to develop a pro- 
gram that will minimize rising costs 
to subscribers. On or before July 1, 
1961, it will be the responsibility of 
Michigan Medical Service to present 
to the department a program “that 
will develop a more stable rate and 
benefit structure.” 

Labor union spokesmen appearing 
at hearings on the rate increase re- 
quest uniformly opposed it, while 
chief proponents of the higher rates 
were spokesmen for medical organi- 
zations. Mr. Blackford, however, con- 
cluded that the hearings had showm 
“the public is more than willing to 
pay for adequate medical care but 
they do object to subsidizing abuses 
or misuse” and that Blue Shield, 
hence, must “provide the public with 
assurance that effective controls exist 
to eliminate any abuse or misuse.” 
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The actual increases, it was pre- | 


dicted, will range from 30 cents a 
month for single persons in group 
plans to $1.02 monthly for families 
enrolled outside group programs. 


L. G. Goodrich, Blue Shield execu- , 
tive vice-president, called the com- | 


missioner’s order “inadequate and un- 
realistic.” He emphasized that the 
commissioner had admitted the “ser- 
ious” situation and “properly char- 
acterizes our plight as an emergency, 
yet we feel he has given us only 
token relief.” Hinting that his organ- 
ization had relied on acceptance of its 
full request, Mr. Goodrich said “we 
don’t even know at this point how to 
deal with this turn in events.” 
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> . ownership provisions, guaranteed in- 70% or more in part I and part II is 
ats N. Y. Seeks Curb On Agent Exam Cheating surability provisions, level and decreas- required for passing. Failure in either 
(CONTINUED FROM PAGE 1) panies show an exceedingly low pass- ing term, the family plan, group per- part constitutes failure in the exami- 
designed to prevent the future occur- ing ratio,” the board commented, urg- M™anent, creditor group, group annui- nation. 
1 | rence of such incidents. ing that all companies “accept the re- ties, death taxes and costs, and auto- The board is made up of three home 
1.5% | «In the meantime, it is felt that sponsibility of striving for the most matic increasing juvenile plans. Some office representatives. of New York 
a since the insurer applies for the li- effective training procedures in the minor changes have also been made in domiciled life companies, one repre- 
d oM- | ense and executes a certificate of interest not merely of efficiency but section VII. sentative of savings bank life insur- 
7 f had | trustworthiness and competence, it is in the interest of life insurance.” The examination is divided into two ance, and nine licensed agents resident 
: the /incumbent on the insurer to impress ? parts. Part I is based in general on the in New York state. It functions in an 
t = on those officers and managing agents Syllabus Changes Listed first six questions in the syllabus and advisory capacity with the New York 
action ' authorized to sign the applications and Changes in the syllabus, which has _ will have 17 questions, of which 15 department to keep life insurance 
> sald certificates on behalf of the company, been reorganized to present the sub- must be answered. Part II is based in examinations meaningful and attuned 
and a the impropriety of signing uncompleted ject matter more logically, include the general on section VII of the syllabus to developments in the business. Chair- 
rected, applications or of failing to ascertain addition of fraternal insurance, joint and will have 10 questions, all of man is Earl R. Trangmar, 3rd _ vice- 
tioned the validity of the candidate’s signa- and survivor settlement options, policy which must be answered. A grade of president of Metropolitan Life. 
2 one- tyre on the application.” 
ere is| The board also pointed out that Chi 
a rt Jrom Wago..-. 
er the while about 80% of candidates pass the Report f g 
f Blue ,xamination, the ratio varies widely 
nM ap- |py companies. Candidates of certain a 
es or companies consistently have no fail- 
= |ures but “the candidates of some com- 
Is i 
iil | Minn. Department One 
as es- ' Releases In Force = 
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nl | Totals For State 
rates Life insurance in force on Minne- 
ition.” sota citizens increased $790,204,753, PP nO 
health | during 1959 to a total of $9,204,608,082, Company In rene 
at the according to figures released by the ou) 200.154 
» abil. Minnesota department. Life pre- oe eT 
criber, miums and annuity considerations re- [Re 6 Sr 600 100101 Bankers Life, Nebo -..._ 673,840,980 
> pur. |ceived during the year totaled $195,- North Amer. Co. for L., A. & H...... .... 673,410,739 
ailable | 884,611, an increase of more than $10 eRe ere 58,654,521 
io not |million over the previous year. Life [Mer ~~ 9 (eee SS 367 469,000 
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Pe OF eee Fe ae. Cosemtin Natl; ees 20 cee OR 
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ye ap- £ 
ement Names Dahn President 
tilized | Haight, Davis and Haight Inc., con- Growth and progress . . . dramatic- 
rmine | sulting actuary, has appointed Donald : 
would |B. Dahn president and Stanley W. Dale ally portrayed by The National 
nclude | executive vice-president in charge of Underwriter’s latest rankings of 
urplus ; the Omaha office. New assistant vice- ; : 
o dis- | presidents are Fenton R. Isaacson and 717 companies—North American 
Peter C. Spoolstra. Per ‘ 
ase is — ; up 65 positions over the previous 
that | Detroit Life Women Elect Ss : year! 
on as May L. McCall, Connecticut Gen- Positions t i ; 
1 pro- jeral, has been elected to head the This is a typical North Ameri- 
costs |Women’s Group of Detroit Life Un- ’ F 
uly 1, |derwriters Assn. Other officers are can action story—a continued 
ity of | Alberta M. Light, National Life of t 
resent | Vermont, and Freda M. Cronkright, tAuthority: story. 
“that |New York Life, vice-presidents; Ger- , a - 
, ; ; ; orth American 
e and | trude E. Moder, Massachusetts Mutual, The National The a at N 
secretary; and Rena T. Kanter, Na- Underwriter Total-Quality* has been fused 
earing | tional Life of Vermont, treasurer. ‘ < x 
se re- om Based on 717 with modern, professionally tested 
while Lafayette (Ind.) Agents Install b Saal 
rates | Lafayette (Ind.) Assn. of Life Un- Companies total-merchandising. Together they 
rgani- derwriters has installed Ernest W. Ray Reporting command the authority that wins 
, cON- president, succeeding Willis E. Buet- c 
howm ler, Louis Carr, Indianapolis Life, sales for North American fieldmen. 
ing to ‘is vice-president, Donald F. Leuck : : 
e but recording secretary, and David L. Het- Whatever the aim may be in 
a rick, Lafayette Life, financial secre- life insurance sales, The North 
) ie y tary. 
“— American’s positive performance 
; exis 
e.” MANAGEMENT spells success! 
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| O'TOOLE ASSOCIATES American since 1886. 
xecur | Incorporated 
com- | Management Consultants to 
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a 220-02 Hempstead Avenue eC 
chen! QUEENS VILLAGE 29, NEW YORK - 
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CHICAGO 2. ILLINGIS NEW YORK 17, MW. Operating in 48 states and District of Columbia Now over $700,000,000 in force 
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HteNATIONAL UNDERWRITER 


Operating Strategy Outlined By Nationwide's Research Chiet 


(CONTINUED FROM PAGE 6) 
are likely to be in insurance market- 
ing, he said. 

These techniques can be used to de- 
velop truly scientific solutions to the 
problems of identifying, locating, 
enumerating and appraising the best 
prospects for insurance services. Also 
companies can identify the potentially 
most productive agents, determine the 
optimum size of agency force and 
bring agent and prospect into contact 
most economically and effectively. 


“It is already common in large firms 
for centrally located computers to re- 
ceive, by the close of the day and via 
telegraph, output figures from each 
department or daily sales data from 
far-flung branches,” said Mr. Rennie. 
“When the manager can have in the 
morning a complete summary of the 
previous day’s operations on his desk, 
he can ‘manage by exception.’ Normal 
performance standards having been 
set for agents, the insurers need be 
concerned only with failures to meet 
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**The Chief’s Prophecy”’ 


Following Braddock’s defeat in the French & Indian Wars of 1755, 
George Washington—as one of the few surviving officers—was con- 
soled by a friendly Indian chief, ally of the British, who foresaw in 


standards. 

“Automation can take over the huge 
burden of routine administration and 
leave executives free to do what they 
are supposed to do—make decisions, 
something a machine can never do.” 


Can Reach More People 


Mr. Rennie said that among the ma- 
jor reasons for insurance mergers is the 
reaching of more people who have de- 
veloped policyholder loyalties to cer- 
tain agents and insurers. Growth rath- 
er than profits is the major objective of 
most companies, he said, and purchase 
or merger of companies offers the 
fastest method for an insurer to ob- 
tain rapid growth. 

“Many policyholders have formed 
firm loyalties to a particular insur- 
ance company or a favorite insurance 
agent,” he pointed out. “Whole blocks 
of potential business are solidly tied 
up in this way, almost regardless of 
rate levels. The only way to acquire 
this business is to purchase or merge 
with the company which controls it. 

“Consolidation of companies wii! not 
only increase the agency force directly, 
but it will give the new company 
greater resources to train and recruit 
new men. To the extent that the con- 
solidated companies can increase their 
range of insurance services, they can 
also increase the income incentives for 
new men.” 


Other Expectations Given 


Other things to be expected from 
consolidations, said Mr. Rennie, in- 
clude these: give companies the size 
and prestige that will help to main- 
tain the loyalty of the present agency 
force; provide better service for in- 
dividual policyholders through all-lines 
insurance programs; provide better 
service for commercial clients through 
one-stop service on group and com- 
mercial policies; create a more favor- 
able corporate image by appearing to 
be a more dynamic, forward-looking 
organization; make better use of 
large-scale electronic computers for 
data processing; spread management 
risks and level out year-to-year op- 
erating results through diversification; 
obtain economies of larger-scale opera- 
tion and spread of overhead expenses; 
obtain better staff work on research, 
investment, sales and actuarial pro- 
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grams; aid in management deveiop- 
ment programs by creating better job 
opportunities. 


Telling of Nationwide’s acquisition ‘ 


of a mutual fund, Mutual Income 
Foundation, and National Services, 
Inc., which provides broad actuarial] 


and administrative services for the ; 


pension market, Mr. Rennie said Na- 
tionwide sees mutual funds as a natur. 
al supplement to life insurance. 
“Very few people 45 years of age or 
over purchase much life insurance,” 
he said. “The latest figures indicate 


that only 9% of the policies and 12% of : 


the amount of ordinary life insurance 
purchases were made by people in the 
over-44 age bracket. Yet, in that same 
year people in these age brackets re. 
ceived over 40% of the total income of 
the country. If our objective is to help 
people meet their financial needs in 
old age, we have an obligation to sup- 
plement life insurance with mutual 
funds and other retirement savings 
facilities.” 


Life Agent Selling Mutual Funds 
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Mr. Rennie said Nationwide believes | 


the insurance agent is the best trained | 


person to sell mutual funds, since he 
has been trained to plan the savings, 
the life insurance and the retirement 
income of families, and understands 
family needs at all ages. 

“Tf he has both services to offer, the 
agent’s own interest will coincide more 
closely with the interests of his own 
clients,” said Mr. Rennie. “He is under 
no constraint to ‘lead’ the prospect to- 
ward one product in preference to an- 
other. The agent who is licensed solely 
as a mutual fund salesman or an in- 
surance agent is under strong pressure 
of self-interest to induce the client to 
buy the particular product he is au- 
thorized to sell and to discourage his 
potential preference for the one he 
does not sell. It seems to us that the 
professional family counsellor, selling 
all lines of insurance and mutual 
funds, will be the dominant figure in 
tomorrow’s distribution picture.” 
Interstate L.&A. Discount 

Interstate L.&A. is now accept- 
ing premiums paid in advance at a dis- 
count of 442%. Premiums may be paid 
up to 19 years in advance, or a total 
of 20 premiums including the current 
due annual premium. Minimum 
amount of any advance deposit is $100. 
Interest is compounded annually. 
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Washington the coming of greatness. 


This reproduction is one in a series of eleven original oil 

paintings by Walter Haskell Hinton which portray 
little-known events in the life of our Country’s first 
president, George Washington. 
A booklet containing full-color reproduction of all 
eleven paintings is available upon request. In addi- 
tion, we hope you will visit us and view the original 
paintings which hang in our Home Office Gallery. 


Washington National 
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insurance in force 
with branches 
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SUN LIFE ASSURANCE COMPANY OF CANADA 


One of the great life insurance companies of the world 
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| 
| Union Mutual Life | 

J. P. O'Hara Jr. has been appointed 
manager at Miami, where he has been 
ldistrict manager of General American 
iLife. He entered the life business with 
Penn Mutual Life. 
{ 


i 


Columbian National Life 
: J, A. Glandorf, manager at Atlanta, 
has been promoted to regional direc- 
itor of sales for the southern depart- 
ment with headquarters in that city. 
lHe has been life manager for South- 
‘eastern Life Managers, Inc., Atlanta 
general agents for Canada Life, Re- 
serve Life and Security-Connecticut 
lLife. Before that he was brokerage 
lmanager of Occidental of Raleigh at 
|Atlanta and supervisor of Protective 
Life of Alabama at Birmingham. 


United States Life 

J. M. Fillmore Jr. has been ap- 
ipointed general agent at Milford, 
IN. H. He has been with Continental 
{Assurance as brokerage manager at 
\Manchester and before that as man- 
ager at Levittown, N. Y. 


John Hancock 
J. W. Pearson, assistant director of 
the group annuity sales and service 
department, has been appointed man- 
ager of the new group annuity office 
at Miami. He was for several years 
eastern group annuity specialist at 

the New York group agency. 


Pacific Mutual Life 

R. K. Ashoff has been named man- 
ager at Pasadena with responsibility 
throughout the San Gabriel Valley. 
Most recently associate general agent 
at Los Angeles in the company’s 
Krauel agency, he joined Pacific Mu- 
tual in 1953. 


Great Southern Life 


H. F. Johnson, manager at Tyler, 
Tex., has been named manager at 
Austin. C. J. Cruse Jr., assistant man- 
ager at Oklahoma City, will replace 
Mr. Johnson. 


Republic National Life 


G. B. Tower has been named man- 
ager at Oklahoma City. 


Continental Assurance 

R. A. Neuman has been appointed 
group district manager at Cleveland. 
He has been with Life of North Amer- 
ica. 

L. E. Boyden Jr., formerly with 
Connecticut General at Chicago as 
senior brokerage consultant, has been 
named manager at Boston. 


| Western & Southern Life 

| A third district sales office has been 

lasted in Indianapolis. R. K. Rum- 

ford is manager and Albert Dell, 
alter Ewigleben and Rex Spangler 
are associate sales managers. 


| Northwestern National 

W. O. Quiring, manager since 1956 
of the company’s district agency at 
Hutchinson, Kan., has been appointed 
jassistant manager at Dallas. Melvin 
Howell, formerly a supervisor at Dal- 
las, will succeed Mr. Quiring. 


Equitable Society 
‘Fitzhugh Traylor, manager at In- 
dianapolis, will retire July 1, at 
which time his organization will be 
«xpanded to two agencies, headed by 
R. H. Englehart and Wayne Byrd, for- 
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Changes In The Field 


mer unit managers in the Traylor 
agency. 

Mr. Traylor, who served as manager 
at Boston from 1931 to 1943, is a CLU, 
past president of the Boston chapter, 
has held all offices in the Indianapolis 
chapter, and has been president and 
a director of American Society of 
CLU. He is also past president of 
Boston Life Underwriters Assn., has 
held -all offices in the Indianapolis 
association and in Indianapolis Gen- 
eral Agents & Managers Assn., and has 
served on various committees of NALU. 

Mr. Englehart, who has also been 
a district manager at Indianapolis, is 
immediate past president of Indianap- 
olis Life Underwriters Assn. 

Mr. Byrd was also unit manager at 
Columbus, Ind. 


Aetna Life 
J. W. Toohey, assistant general 
agent at Williamsport, Pa., has been 
appointed general agent there to suc- 


ceed his father, F. J. Toohey, who has 
retired. J. W. Toohey has also been a 
supervisor at Detroit. 

R. C. Eisenach, supervisor at De- 
troit, has been named general agent 
at El Paso, succeeding E. W. Kayser 
Jr., who will devote his full time to 
personal production. Mr. Eisenach was 
also assistant supervisor at Saginaw, 
Mich. 


Bankers Life, lowa 
Three agency managers have been 
appointed: R. A. Bronner, Albuquer- 
que; E. A. Glassmyer, Harrisburg, 
Pa., and Jerry Hoover, Lubbock, Tex. 
Two group representatives have 
been named: G. E. Murphy at Chicago 
and E. F. Reynolds at San Francisco. 


West Coast Life 


G. B. Beal has been appointed man- 
ager at Salt Lake City. He has been 
agency vice-president of Pacific West- 
ern Life of Salt Lake City. 


Paul Revere-Mass. Protective 

H. L. Atwell Jr. has been appointed 
superintendent of agencies for the 
western region, with headquarters at 
Palo Alto, Cal. He has been manager 
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of Liberty Life at Washington, D. C. 

G. R. Betzer, who has been both an 
agent and supervisor.at Phoenix, has 
been named training supervisor for 
the southwestern region, with head- 
quarters at Albuquerque. 

K. L. Jerdee, training supervisor 
for the central region, becomes gen- 
eral agent of a new agency at Rock- 
ford, Ill. He has also been supervisor 
at Madison, Wis. 


Great-West Life 


C. F. Dunfee, manager at Vancou- 
ver, B.C., since 1946, has retired after 
44 years with the company. Vancouver 
operations will now be divided into 
four branches with the following man- 
agers: G. P. Rollo, Georgia; Kenneth 
Thomson, central; R. C. Brown, 
Pacific; and D. H. Scott, New West- 
minster. All were associate managers 
under Mr. Dunfee. 


Prudential 


J. W. Bieber, regional supervisor 
for southwest Pennsylvania, has been 
appointed a district manager at Pitts- 
burgh to succeed A. J. Rudge, who 
has retired. Mr. Bieber is a CLU. 

D. C. Sprague, staff manager at Las 
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Not only is the Lincoln National agent 
trained to prescribe for his clients personal 
insurance needs; he’s also equipped with 
an extremely broad range of coverages 
(Life, A & S, and Group) with which to 
fill his prescription. 

Lincoln National’s thorough training 
courses and broad range of insurance plans 
provide two more reasons for our proud 
claim: LNL is geared to help its fieldman. 
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Vegas, has been promoted to district 
manager for Las Vegas. He succeeds 
V. C. Boyd, who becomes district man- 
ager at Salt Lake City. 

H. S. Gatelius has been promoted 
to manager of the Calumet Gateway 
(Chicago) district office. He has been 
staff manager at the Blue Island, 
Ill., district office and in his new post 
replaces James Gibney, who becomes 
manager at Blue Island. 


Occidental Of California 


R. G. Hutchings has been promoted 
to group service manager at Cleve- 
land. He has been with the company 
since 1955 and most recently has been 
assistant director of group service at 
Los Angeles. 

T. D. Preville has been promoted 
to assistant regional group manager 
at Montreal and O. C. Rapier was pro- 
moted to senior group service repre- 
sentative at Los Angeles. 

R. C. Evans has been transferred 
from Los Angeles to the home office 
group service section. 

R. H. Whitmer has been appointed 
manager at Evanston, Ill. He has been 
with Equitable Society as a district 
manager in Chicago for eight years. 

Morton Waber has been appointed 
general agent in suburban Philadel- 
phia. He has been an agent for the 
company for 14 years at Philadelphia. 


Jefferson National Life 


Three general agents have been 
appointed: C. L. Cutliff, Bowling 
Green, Ky.; A. P. Durso, Gibsonia, 
Pa., and R. P. Creegan, Waverly, Pa. 


Franklin Life 


D. J. Walsh, manager at Beverly, 
Mass., has been appointed regional 
manager for northeast Massachusetts. 
He has also been with Boston Mutual 
Life. 

Two general agents have been ap- 
pointed: G. L. Dovel at Bridgewater, 
Va., and F. J. Lyon at Detroit. 

H. D. Hennis has been named area 
manager in Dover, O.; J. W. Collet 
regional sales supervisor at Pitts- 
burgh; D. L. Selman district manager 
at Chambersburg, Pa.; and F. B. 
Scortt general agent at Phoenix. 


LIBERTY LIFE of Greenville, in 
its ordinary offices, has appointed 
Walter Kemetik, formerly with Bank- 
ers Life of Nebraska, manager at 
Miami; H. F. Morrison, formerly with 
Provident Mutual, manager at 
Washington, D.C., and O. O. Bailey 
assistant manager at Kingsport, Tenn. 
Changes in the combination offices 
are H. C. Morris from manager at 
Shelby, N.C., to manager at Aiken, 


june 25. 
June 25, 196) 


Ss. C., and W. J. Cantrell from wal | 
manager at Spartanburg, S.C., to | 

ager at Kings Mountain, N.C. it. |, | 
Dameron, staff manager at Asheboro | 
N.C., becomes staff manager at Char. } 
lotte, N.C., J.D. Nettles is now staff 
manager ‘at Orangeburg, S.C., ang 
J. L. Cummings is staff manager a 
Hendersonville, N.C. 


Gilbert G. Krueger has succeedal 
Harvey G. Ellerd Jr. as head of 
Milwaukee office of MARSH & Me 
LENNAN. He has been with Guar 
Life and Blue Cross. { 


KENTUCKY CENTRAL L.&A. 
promoted P. W. Burton to staff mani | 
ager of the Lafayette and Kokomg! 
agencies. i 





E. N. Cl 
M. L. Nelson, former assistant man. 
ager for New York Life at Green Bay, m Tinois 
has been named general agent there ' 
by NORTHERN STATES LIFE of Mil. Nort 
waukee. 
| Fred Bai 


GROUP HEALTH MUTUAL ~ ey in the 
Wayne Sproule has been appointed inheritance 
area sales director of southern, central joined the 
and eastern Wisconsin. In addition tp the pensio! 
responsibility for recruiting and train. will specia 
ing new men, he will also have super- sharing plé 
vision of established agents in the®. F. Hatt 
area. H 

G 


Bickelhaupt Wins Hinkle _D. M. Ell 


CLU Institute Scholarship {*" ¥°™ 


David L. Bickelhaupt, assistant pro- Luth 
fessor in the college of business ad- O. B. Ha 
ministration and executive secretary of istant “ 
the Griffith Foundation for Insurance e was g 
Education at Ohio State University, ont. and 
has been awarded the Roland D. Hin- i pe Will 
kle CLU Institute scholarship. 

The scholarship was established two ( 
years ago by the Chicago CLU chapter | 
and Chicago Life Insurance & Trust| R. E. Wh 
Council in memory of the late Roland pany as an 
D. Hinkle, former president of Ameri- peen with 
can Society of CLU and of the Chicago Equitable S 





chapter. 

Mr. Bickelhaupt has also taught at ( 
the Wharton School of the University} y 7 ‘Tir 
of Pennsylvania and was. assistant industry ri 


professor of insurance at Georgia State 


been appoin 





College. He has been a member of the lector and ° 
CLU national grading panel since 1951. ay 


Columbus (O.) A&H Assn. 


Elects Carpenter President 


Clarence Carpenter has been elect- ' 9 
ed president of Columbus (O.) A&H G 
Assn. Dorgan Clark was named vice- = 
president; Lorin Schoephaerster, se- G. A. Wil 
retary; John Hennon, treasurer, and Austin, has 
Clyde Pearce, Michael Kelly, Gerald ome office 
Frost and Verlin Henderson, directors. teding F. < 





hnd casualt; 





tently appo 
rector at A 
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t Char | Ill. Mid-Continent 

Ww Staff Edward N. 
C., ang Cheek Jr. has been 





ager at appointed _—vice- 

i president and su- 
cccedal perintendent of 
| of the | agents. He has 
& Ma! been manager at 
san | Chicago of Con- 
—— necticut General 

Life. 

vA. George A. Con- 
ff mam | dos, formerly of 
Kokomg | the comptroller’s 


i staff of Prudential 
EN. Cheek at Chicago has 

nt Man- \.en appointed assistant comptroller 

en Bay, |¢ [linois Mid-Continent. 

it there | 


of Mi-| Northwestern National 


Fred Barnes, since 1947 chief attor- 
'UAL~ ney in the Minnesota tax department’s 
pointed inheritance and gift tax division, has 
central joined the company as an attorney in 
ition to the pension and tax department. He 
d train. will specialize in pension and profit 
> super- sharing plans under the direction of 
in the. F. Hatfield, department manager. 


{ 





Great-West Life 
D. M. Elliman, president of Bank of 
ew York, has been elected a director. 


le 
hip 
int pro- 
less ad- 
etary of 
surance 


iversity, 
D. Hin- 


Lutheran Brotherhood 


O. B. Haroldson has been appointed 
istant superintendent of agencies. 
e was general agent at Billings, 
ont., and previously he headed agen- 
ies at Williston and Fargo, N.D. 


hed two 
chapter } 
x «Trust 


California Life 
R. E. Whitham has joined the com- 
Roland pany as an A&S underwriter. He has 
Ameri- peen with Continental Casualty and 
Chicago Equitable Society. 





ught at Cuna Mutual 
iversily | H. L. Timme, director of insurance 
ae ndustry relations since 1956, has 


peen appointed assistant managing di- 
r of the rector and will be responsible for the 
ce 1951, company’s insurance industry rela- 
ions, underwriting and issuance. He 
as also been named assistant secre- 
fary of Cumis General, new property 
pnd casualty subsidiary of Cuna Mu- 


n. 


ent 


tual. 
n elect- 
) A&H f 
. wk Great Southern Life 
or, sec- G. A. Wilcox, formerly manager at 
er, and Austin, has been transferred to be 
Gerald 20me office director of training suc- 
rectors. eeding F. J. Stubbs Jr., who was re- 
tently appointed regional agency di- 
Ee rector at Austin. 


Standard Of Oregon 


J. R. Sullivan has been appointed 
mternal auditor, a newly created po- 
tition. He was formerly an auditor for 
che U.S. General Accounting Office 
for five years. 





Lincoln National 

The following promotions have been 
jnade: 

W. M. Smith, assistant vice-presi- 
ent formerly in charge of the planning 
epartment, to a newly created ex- 
cutive position of over-all responsi- 
lity for all data processing and ac- 
ounting functions; W. A. Drew, assist- 
Int actuary, to associate actuary; J. 
k. Kanney, actuarial assistant, to man- 
ger data processing; F. J. Schneider 
', senior planning analyst, to chief 
dlanning analyst with responsibility 
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for the direction of the planning de- 
partment, and C. L. Thiele, réinsurance 
supervisor, to assistant manager rein- 
surance administratinn. Mr. Drew is 
a fellow of Society of Actuaries and 
Mr. Kanney is an associate of the so- 
ciety and currently vice-president of 
northeastern Indiana chapter of Na- 
tional Machine Accountants Assn. 

K. V. Eckhart Jr. has joined the 
company as assistant controller. He 
was an actuary with Lafayette Life. 


Georgia International Life 
Horace Ellis has been appointed su- 
perintendent of agencies. He has been 
assistant superintendent of agencies 
of Pilot Life, director of agencies of 
Southern Life of Greensboro, N.C., and 

has also been with Liberty Life. 


Prudential 
C. E. Daniel has been elected a di- 
rector to succeed the late C. B. Brad- 
ley. Mr. Daniel is chairman of Daniel 
Construction Co. of Greenville, S.C., 


and a former U.S. senator from that 
state. 

R. M. Darrow, senior research an- 
alyst, has been promoted to assistant 
director of planning and research in 
the planning and development depart- 
ment. 


Fidelity & Guaranty Life 


E. J. Vanderbilt Jr. has been ap- 
pointed assistant director of the agency 
and development department. He has 
been superintendent of agencies of 
Security Mutual of New York. 

D. H. Warren has been named chief 
underwriter. He has been with Con- 
tinental American Life as assistant 
treasurer and assistant secretary. 

Dr. D. G. Wehner has been appoint- 
ed medical director. He has been ‘res- 
ident-in-surgery at Baltimore’s St. 
Agnes Hospital. 


B. F. Biggers has become president 
of SECURITY AMERICAN LIFE of 
Memphis. He is already president of 
All-States Life of Dallas and Profess- 
ional & Businessmen’s Life of Denver. 
He will be the largest stockholder in 
the company, a distinction he also holds 
in Lincoln National Life. Mr. Biggers 





business 

















insurance. 


oe - 


PROVIDENT 


Executive Special Whole Life 


Provident life producers are making profitable use of 
the new Executive Special Whole Life Plan, which 
was introduced the first of the year. The new plan 
has become a valuable subject for any interview about 
Using the optional Increasing 
Term Rider, it makes a highly attractive Split-Dollar, 
Profit-Sharing, or Key Man illustration. 
Executive Special is another addition to an impressive 
sales kit —a sales kit which enables the Provident life 
producer to offer something of interest to just about 
everybody he meets. 
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succeeds B. F. Burch, who will devote 
his time to acquisition of new business 
for Security American. Mr. Biggers 
will be in charge of all home office and 
agency operations of this three-year 
old company. 


UNIVERSAL L.&A. of Indiana has 
named Professor John Mee, Indiana 
University, board chairman. 





Patriot Life Total Volume 
In May Over $7.5 Million 


Patriot Life’s total business in May, 
president’s month, was more than $7.5 
million, a record, with volume on the 
final day of the sales campaign reach- 
ing over $1 million. 

During May, the Provincial agency 
in Brooklyn became the first Patriot 
agency to produce over $1 million in a 
single month. The president’s cup was 
won by the De Lorenzo agency at 
Huntington, N. Y., for having exceeded 
assigned production quota by the larg- 
est percentage. The Provincial agency 
was also honored for submitting the 
most lives and for having the most 
agents who exceeded individual quotas. 


WITH 


The new 
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Editorial Comment 


The Premium Payment Decision 


It seems as if the oft-admired 
uniqueness of life insurance was a big 
factor in the Supreme Court’s mak- 
ing what we believe to have been an 
unwarranted decision that there is 
nothing unconstitutional about sub- 
jecting life insurance proceeds to es- 
tate tax if the insured paid the pre- 
miums, in spite of his having given 
over all incidents of ownership to 
the beneficiaries. 

The courts normally rely heavily on 
precedent and analogy. To the extent 
that a cow is like a horse, the laws 
applicable to horses are deemed to 
apply also to cows. As far as they can, 
the courts use what is known and de- 
cided when they are dealing with the 
unknown and the undecided. 

But because nothing else is precisely 
like life insurance, the eight Supreme 
Court justices who decided the pre- 
mium-payment case were in a position 
to frame their own definition of what 
happens when life insurance matures 
by the death of the insured. Because 
of this, and because of their failure to 
be as skeptical as they might have 
been about the definition they devised, 
the justices came to a conclusion based 
upon reasoning that many life insur- 
ance people will find difficult to follow. 

The court’s opinion makes much of 
the “ripening” of the beneficiaries’ 
rights to the proceeds at the moment 
of the insured’s death. This is an im- 
portant point, because the estate tax’s 
constitutionality depends on its being 
a tax on “event,” the event being “the 


transfer of the net estate 
of 7 
decedent.” — 


“Under the statute, the occasion for 
the tax is the maturing of the bene- 
ficiaries’ right to the proceeds upon 
the death of the insured,” the Su- 
preme Court stated. “Of course, if the 
Insured possessed no policy rights 
there is no transfer of any interest 
from him at the moment of death. 
But that fact is not material, for the 
taxable ‘transfer,’ the maturing of the 
beneficiaries’ right to the proceeds, is 
the crucial last step in what Congress 
can reasonably treat as a testamentary 


disposition by the insured in favor of 
the beneficiaries. 

“That disposition, which began with 
the payment of premiums by the in- 
sured, is completed by his death. His 
death creates a genuine enlargement 
of the beneficiaries’ rights. It is the 
‘generating source’ of the full value 
of the proceeds.” 

Thus, the court concedes that “if 
the insured possessed no policy rights, 
there is no transfer from him at the 
moment of death,’ but in the next 
sentence the justices state that this 
fact is not material, “for the taxable 
‘transfer,’ the maturing of the bene- 
ficiaries’ right to the proceeds, is the 
last crucial step in what Congress can 
reasonably treat as a testamentary dis- 
position by the insured in favor of the 
beneficiaries.” 

The court chooses to regard the 
“disposition” as beginning “with the 
payment of premiums by the insured” 
and being completed by his death. The 
death “creates a genuine enlargement 
of the beneficiaries’ rights,” said the 
court. 

We submit, however, that the bene- 
ficiaries had all the rights inherent in 
the policy at the moment they were 
given the incidents of ownership. The 
insured’s death cannot “enlarge” those 
rights any more than the rights of a 
mortgage lender are “enlarged” when 
a borrower defaults and the lender 
takes over a piece of property that he 
can sell for more than the debt. 


When a beneficiary uses money 


“given to her by her husband to pay 


premiums on insurance she owns out- 
right, she is buying money for future 
delivery, the delivery to be contingent 
on a specified happening. The specified 
happening—her husband’s death—is 
merely the timing device, the alarm 
clock. 

To call this going off of the alarm 
clock “the crucial last step” in a testa- 
mentary disposition is to magnify the 
importance of the timing device be- 
yond all justification, it seems to us. 
Attaching such weight to it that 
money given to a wife to pay premi- 
ums on insurance she owns outright 


on her husband’s life can’t be called a 
no-strings gift seems to be reading 
unwarranted meanings into a contract 
of life insurance. 

These considerations may seem aca- 
demic, in view of the premium pay- 
ment test’s having been removed by 
the 1954 revenue code, but strong ef- 
forts will be made to get it re-enacted, 
now that the question of its constitu- 
tionality has been settled. However, 
the test was not removed in the 1954 
code because of doubts about its con- 
stitutionality, hence it may well be 
possible to prevent its re-enactment 
even though it’s been held constitu- 
tional—R.B.M. 





Personals 


Keith Jones of Northwestern Mu- 
tual Life has been elected secretary of 
International Institute of Internal 
Auditors, which held its annual meet- 
ing in Milwaukee. 


William W. Cary, secretary of 
the board of trustees, Northwestern 
Mutual Life, has been named secretary 
of Wisconsin Heart Assn. 


Malcolm Teare, general agent of 
Continental Assurance at New York, 
has been installed as a vice-president 
of Young Men’s Board of Trade of New 
York. 


Stanton G. Hale, vice-president for 
sales of Mutual of New York, and Paul 
A. Norton, vice-president in charge of 
sales of New York Life, have been pre- 
sented the silver beaver award by the 
Greater New York Councils of Boy 
Scouts. Mr. Hale is chairman of the 
councils’ finance committee and Mr. 
Norton is chairman of the organization 
and extension committee. 


L. Russell Blanchard, superintend- 
ent of sales promotion and agency re- 
search of Paul Revere Life, has been 
elected an alumni trustee of Colby Col- 
lege, Waterville, Me. 


R. Howard Dobbs Jr., president of 
Life of Georgia, has been elected chair- 
man of the Atlanta chapter of Ameri- 
can National Red Cross. He was ad- 
vanced from vice-chairman. 


John D. Carmody and Farmers New 
World Life are jointly celebrating their 
50th anniversaries this year. Mr. Car- 
mody’s service with the company com- 
menced only a few months after the 
founding date. He was named to the 
board in 1910 and retired in 1956 as 
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vice-president and general CoLnsel, 

but continues to serve as legal can | 
sultant. He was presented with a man.’ 
tel clock by John C. Tyler, board chair. | 
man. i 


John R. Gosnell, 2nd vice-president | 
and assistant treasurer of Paul Rew 
Life, has been named a trustee of 
Brown University. 


Deaths 


JOHN G. GALLOWAY, 51, forme 
president of International Assn. of 
Health Underwrit. ' 
ers and A&H man. 
of-the-year in: 
1954, died at Bir. 
mingham of can- 
cer. He had been 
general agent 
there of Provident 
L.&A. since 1938 
and also operated | 
a general insur- 
ance agency. Pres- 
ident of the then’ 
Internation. 
al Assn. of A&H , 
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John G. Galloway 
Underwriters in 1952, he served on the | 


association’s executive board from 
1951 until the annual meeting last; 
week. For his significant contributions 
to the health insurance industry, he | 
received the Harold R. Gordon men. ' 
orial award in 1954. | 

Mr. Galloway was an organizer of} 
Birmingham Assn. of A&H Under. | 
writers in 1949 and helped form the | 
Alabama and Mississippi associations, | 
He was also an organizer of DITC and | 
a director from 1956-59. In 1951, he de- | 
veloped the first individual hospital 
admissions plan in the U.S., which was | 
later accepted by Hospital Insurance ; 
Council. Despite his long illness, Mr. | 
Galloway testified on behalf of IAHU | 
before the House ways and means} 
committee in Washington last year. 


CHESTER S. NELSON, 62, founder | 
of Western Mutual Life & Casualty at | 
Rapid City, S. D., died there after an | 
illness of three years. He entered the} 
life business in the early 1920s, | 
founded Western Mutual in 1943, and 
served as its president until illness 
forced his retirement in 1957. ' 


NOBLE GILL, 55, founder and 
president of American Insurers Life of 
Blytheville, Ark., and a former loca 
agent there, died at St. Louis on the 
way home from the Mayo Clinic in 
Minnesota. 


Miss MABEL L. HANNAH, 78, who 
retired 12 years ago as director of field 
service and literature in the health 
and welfare division of Metropolitan 
Life, died at New York. . 


FRANK B. DILTS,-81, retired secre- | 


tary and actuary of Home Security 
Life of North Carolina, died at Dul- 
ham. 
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Mrs. JOSEPH B. DAVIS, whos 
husband is an agent of Home Life of 
New York at Detroit and national com- 
mitteeman of the Detroit Assn., died | 
after a lingering illness. Mrs. Davis 
was widely known among those at- | 
tending NALU meetings as she fre- 
quently accompanied her husband t0 | 
these gatherings. 


WILLIS J. MILNER Jr., 67, a con- 
sultant with Security Benefit Associ- 
ates, in Atlanta, died in San Francisco. 
A CLU, he was a retired vice-president 
of Life of Virginia. 











Sales of Franklin Life in May totaled 
$103 million, an increase of 15%. 
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Court Logic Hinged 
On ‘Ripening’ Of 
Rights To Proceeds 


(CONTINUED FROM PAGE 1) 
tained no incidents of ownership in 
the policies after 1936, ‘no transfer of 
the property herein sought to be in- 


' eluded in the estate of the decedent 
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occurred at the time of his death. 
The court concluded that the tax was 
therefore a direct tax on the proceeds 
themselves and could not be levied 
without apportionment. 

The government appealed directly 
to the supreme court. (Last week’s 
brief item was in error in indicating 


’ the district court had been upheld by 


the court of appeals.) 
Opinion Was Unanimous 


The Supreme Court opinion, whicn 
was written by Chief Justice Warren 
and was unanimous for the eight 
judges participating, pointed out that 
“if there is any taxable event which 


‘ can fairly be said to be a ‘transfer’ 
+ under this language in section 810 of 


the 1939 code, the tax is clearly con- 
stitutional without apportionment. 
For such a tax has always ‘been treat- 
ed as a duty or excise, because of the 
particular occasion which gives rise 
to its levy.’ Knowlton vs Moore, 187 
U. S. 41; New York Trust Co. vs Eis- 
ner . . at 349.” 

The opinion then continues: 

“Under the statute, the occasion for 
the tax is the maturing of the bene- 
ficiaries’ right to the proceeds upon 
the death of the insured. Of course, 
if the insured possessed no policy 
rights, there is no transfer of any 
interest from him at the moment of 
death. But that fact is not material, 


: for the taxable ‘transfer,’ the maturing 
of the beneficiaries’ right to the pro- 


ceeds, is the crucial last step in what 


| Congress can reasonably treat as a 
testamentary disposition by the in- 


sured in favor of the beneficiaries. 


Completed By Death 


“That disposition, which began with 
the payment of premiums by the in- 
sured, is completed by his death. His 
death creates a genuine enlargement 
of. the beneficiaries’ rights. It is the 
‘generating source’ of the full value 
of the proceeds. See Schwarz vs 
United States, 170 F. Supp. 2,6. The 
maturing of the right to proceeds is 
therefore an appropriate occasion for 
taxing the transaction to the estate 
of the insured. Cf. Tyler vs United 
States, 281 U. S. 497, 503, 504. 

“There is no inconsistency between 
such a view of the taxable event and 
the basic definition of the subject of 


_ the tax in section 810. ‘Obviously, the 


word “transfer” in the statute, or the 
privilege which may constitutionally 
be taxed, cannot be taken in such a 


| restricted sense as to refer only to the 


passing of particular items of property 
directly from the decedent to the 
transferee. 


Must Cover Earlier Outlays 


“Tt must .... at least include the 
transfer of property procured through 
the expenditures by the decedent with 
the purpose, effected at his death, of 
having passed to another. ‘Chase Na- 
tional Bank vs United States, 278 U.S. 
327, 337. 

“It makes no difference that the pay- 
ment of premiums occurred during 
the lifetime of the insured and indirect- 
ly effected an inter vivos transfer of 
Property to the owner of the policy 
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rights Congress can properly impose 
excise taxes on wholly inter vivos 
gifts. Bromley vs McCaughn, 280 U.S. 
124. 

“Tt may impose an estate tax on 
inter vivos transfers looking toward 
death. Milliken vs United States, 283 
U. S. 15. Surely, then it may impose 
such a tax on the final step—the ma- 
turing of the right to proceeds—in a 
partly inter vivos transaction com- 
pleted by death. The question is not 
whether there has been, in the strict 
sense of the word, a ‘transfer’ of prop- 
erty owned by the decedent at the 
time of his death, but whether ‘the 
death has brought into being or rip- 
ened for the survivor, property rights 
of such a character as to make approp- 
riate the imposition of a tax upon that 
result...’ Tyler vs United States, 
(281 U.S.) at 503. 


Not Direct Tax 


“Therefore, this tax, laid on the 
‘ripening,’ at death, of rights paid for 
by the decedent, is not a direct tax 
within the meaning of the constitution. 
Cf. Chase National Bank vs United 
States, supra; Fernandez vs Wiener, 
326 U.S. 340; Tyler vs United States, 
supra; United States vs Jacobs, 306 
U. S. 363.” 

Regarding the taxpayer’s objection 
to the tax on the ground that it vio- 
lates due process, the Supreme Court 
had this to say: 

“It is said the statute operates ret- 
roactively. But the taxable event—the 
maturing of the policies at death— 
occurred long after the enactment of 
section 811 (g)(2)(A) in 1942. More- 
over, the payment of all but a few of 
the premiums in question occurred 
after the effective date of the statute, 
and those few were paid during the 
period after Jan 10, 1941, when regu- 
lations gave the insured fair notice 
of the likely tax consequences. See 
T.D. 5032, 1941-1 Cum. Bull. 427. 
Therefore it cannot be said that the 
statute was retroactive in its impact. 

“It is not material that the policies 
were purchased and the policy rights 
were assigned before the statute was 
enacted. The tax is laid not on the 
creation or transfer of the policy 
rights and it ‘does not operate retro- 
actively merely because some of the 
facts or conditions upon which its 
application depends came into being 
prior to the enactment of the tax.’ 
United States vs Jacobs, supra, at 367. 


Had An Unpleasant Choice 


“The taxpayer argues, however, that 
the enactment of the statute subjected 
the insured to a choice between un- 
pleasant alternatives: ‘He could stop 
paying the premiums—in which case 
the policies would be destroyed; or he 
could continue paying premiums—in 
which case they would be included in 
his estate.’ 

“But when he gave away the policy 
rights, the possibility that he would 
eventually be faced with that choice 
was an obvious risk, in view of the 
administrative history of the ‘payment 
of premiums’ test. See Paul, Federal 
Estate and Gift Taxation, section 
10.13. The executor should not com- 
plain because his decedent gambled 
and lost. 

“And while it may be true that the 
insured could have avoided the tax 
only at the price of a loss on an in- 
vestment already made, that fact alone 
does not prove that the lawmakers 
did ‘a wholly arbitrary thing,’ or that 
they ‘found equivalence where there 
was none,’ or that they ‘laid a burden 
unrelated to privilege or benefit.’ Bur- 
net vs Wells, 289 U. S. 670, 679. With- 
out such a showing, it cannot be held 
that the tax offends due process.” 
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Comments On The Insuranee Field 
From The Investment Dealer's Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


An underwriting of 1,000,000 shares of Variable Annuity Life is in the offing, 
with considerable advance interest being manifested. This looks like the first 
head-on effort to test the opportunities in this field after so much litigation 
and speculation and controversy on paper and platform. 

It may turn out to be a valuable companion piece for the life insurance 
agent. It is bracketed as an insurance situation, and doesn’t take him into 
alien territory. For the prospect who hankers for some equity seasoning in a life 
insurance and annuity program here may be the answer for the agent who is 
too much wedded to the life insurance principle to stray very far in the world 
of securities investment. 

How much of a selling hurdle will be the necessity to explain intricacies 
and dwell on limitations is a capital question. And if a prospectus is re- 
quired as part of the sales presentation, this will be a new experience for the 
life insurance man. He hasn’t had to blunt his axe this way before. 

But on the chance that this may usher in a significant new type of money 
institution Variable Annuity Life might well capture investor fancy. Moreover 
it has ven dibs for its title on the generic name for the product. 

Although the registration statement was filed with the SEC Friday there's 
no telling when the issue will be cleared. John C. Legg & Co. of Baltimore 
is the principal underwriter. That firm and Gregory & Sons, New York, each 
intends to retain 25,000 shares as investments. 


Insurance stocks have been mixed. Some of the issues which had been 
front runners, such as Continental Casualty and Home, receded, while others 
came to the fore. Continental Insurance on the New York Stock Exchange 
had a strong advance to 551% and then slipped back. New Amsterdam Casualty 
ran up to 52 before dropping off a trifle. Travelers was strong. Aetna Fire was 
being accumulated. North America forged ahead and Reliance recovered from 
an earlier dip. Agricultural advanced sharply from about 27 to 33 and then fell 
back a little. Franklin Life has been off its feed. 

Nationwide Corp. snapped back after liquidation took it down to about 301%. 
Robert H. Huff & Co. of Los Angeles got out an “open letter” taking to task a 
securities man who had been talking down Nationwide. Bob Huff gave this 
critic fits. 

} | | — 

Shearson, Hamill & Co. released a study on U.S.F.&G., saying it is an “ex- 
cellent investment value.” They say an increase in dividend rate is indicated 
this year. The stock is selling at less than 10 times earning power by virtue of 
more favorable loss experience and internal economies. In the past two years 
U.S.F.&G. stock has been in good demand and early this week was 41 bid. 


eeae 


J. C. Bradford & Co. has available an analysis and strong recommendation of 
American General of Houston. Stock of A.G. and Knights Life has been strong 
lately. Shortly Knights Life stockholders will receive two shares of A.G. for 
each K.L. share. Bradford sets the combined net earnings for A.G. at 4.55 per 
share in 1959 and the adjusted value at $42.81. Life insurance in force was 
$1,150,590,980. A.G. stock is about $35. 

— | 

The Illinois Company of Chicago this week sent out a circular on North 
American Life of Chicago which created buying interest. The stock has been 
meeting support lately at the level of 13 after having suffered through a slump. 
North American Life, the study observes, is selling at less than two-thirds of 
the high reached in 1958, despite the fact that in the past five years its insurance 
in force has increased more than 53% and investment income 37%. The Illinois 
Company sets the 1959 earnings at $1.05 per share and adjusted book value at 
$10.65. 





Conventions Stocks 



















July 7-9, International Assn. of Insurance By H. W. Cornelius of Bacon, Whipple & Co., 
Counsel, annual, The Greenbrier, White 135 S. La Salle St., Chicago, June 21, 1960 
Sulphur Springs, W. Va. 

, Bid Asked 

July 17-20, Consumer Credit Insurance Assn., ; 

The Greenbrier, White Sulphur Springs, Aetna Life 17% 19¥2 
W. Va. Beneficial Standard 2.0.0.0... 13% 14'2 

July 21-23, National Assn. of Life Companies, Business Men’s Assurance ........ 42 44 
annual, Skirvin Hotel, Oklahoma City. Cal.-Western States Scacchcucuolethiees 51 53 

July 25-29, National Insurance Assn., annual, Commonwealth Life .... 18 19 
Sheraton-Cadillac Hotel, Detroit. Connecticut General ........ 350 355 

August 22-24, International Federation of Com- Continental Assurance .... 147 152 
mercial Travelers Insurance Organizations, Franklin Life... 70 72 
annual, Queen Elizabeth Hotel, Montreal, Great Southern Life 67 70 
Canada. CRO TE assoc cassicsstensenss 19 20 

August 24-27, Federation of Insurance Coun- Jefferson Standard .......... 38 40 
sel, annual, Bellevue-Stratford Hotel, Phila- Liberty National Life .... 58 60 

aati ean atin Life 8& Casualty occ 17 18 
ept. -16, Nationa ssn. 0 e Under- i irginia ....... 481, 50 
writers, annual, Statler & Mayflower Hotels, Life of Virginia : 
Washington, D. C Lincoln National Life ...... 232 236 

lace lovial Be. Ge Ae sscscsssssne 99% 102 

Sept. 14-16, Society of Chartered Property guar fe & ~s 12% 133 
& Casualty Underwriters, annual, Statler North American, Ill. .... = - 
Hotel, Detroit. Nw. National Life ... 92 96 

Sept. 18-21, International Claim Assn., annual, Ohio State Life ........ 44 46 
Whiteface Inn, Whiteface, N. Y. Old Line Life ......... 60. 65 

Sept. 21-23, Life Insurance Advertisers Assn., Old Republic Life ............ i9 2042 
annual, Essex House, New York. Republic National Life .. 35% 37 

Sept. 26, Fraternal Actuarial Assn., annual, Southland Life ...........0.... 85 90 
Queen Elizabeth Hotel, Montreal, Canada. Southwestern Life 49 51 

ag gy —— A Sonaree. AN= Travelers  ........00e-: 85 86 
a eta coterie 48 50 

: i 42 

Sept. 26-28, Life Office Management Assn., U- S. Life ~...... 2 pen 
annual, Royal York Hotel, Toronto, Ont., Washington National .......... ; 
Canada. Wisconsin National Life ............. 33% 3512 
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Estimated 130 Million 
Covered For Hospital 
Expenses As Of June I 


Based on early trends in 1960, an 
estimated 130 million people in the 
United States, or 73% of the civilian 
. population, had hospital expense cov- 
erage as of June 1, according to Health 
Insurance Council. 

The council, at the same time re- 
porting the results of its annual survey 
of the extent of voluntary health cov- 
erage in the United States, said 127,- 
896,000 people had health coverage of 
some sort at the end of 1959, a gain of 
4.8 million during the year. The sur- 
vey is based on figures obtained from 
insurance companies, Blue Cross-Blue 
Shield and other health care plans. 

Extending other year-end figures to 
June 1, the council said that by that 


HteNATIONAL UNDERWRITER 


date an estimated 118 million people 
had surgical expense coverage, 84 mil- 
lion had regular medical expense cov- 
erage, 24 million had major medical 
and 44 million were covered against 
loss of income. 

HIC, pointing out that the figures 
also reveal the breadth of health cov- 
erage in the U. S., said that as of 
June 1, more than 90% of those per- 
sons with coverage had both hospital 
and surgical expense insurance, and 
65% had hospital, surgical and regu- 
lar medical expense coverage. Five 
years ago the figures were, respective- 
ly, 85% and 47%. 

In a breakdown of figures at year- 
end 1959, the council noted that hos- 
pital coverage was provided by insur- 
ance companies to 75,457,000 people, 
by Blue Cross-Blue Shield and simi- 
lar organizations to 56,825,000, and by 
other health care plans to 4,861,000. 
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WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
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Opening for 
AGENCY VICE PRESIDENT 


The man we are looking for is between the ages of 35-50, is experienced in both 
life insurance sales and management. He has a proven record in recruiting, training 
and supervising a field force that can produce in the neighborhood of $25 million a 
year without "special" or gimmick" policies. 

We offer the position of Agency Vice President in a young Southern company 
over ten years old with adequate surplus for expansion. We have a stable agency 
force under contract and a good reputation in the insurance industry. 

Compensation commensurate with abilities. 
All replies wili be held in strictest confidence. 
Box S-20, c/o National Underwriter, 
175 W. Jackson Blivd., Chicago 4, Ill. 

















HOME OFFICE MANAGER 

Here is real opportunity for a man with 
experience in the internal operations of 
the home office of a small life insurance 
company. This is a new company, having 
commenced business in 1960. Over two mil- 
+ lion dollars of insurance was written in the 
first 3 months of operation and a strong 
j copital and surplus position will permit 
| rapid expansion. Located in the midwest, 
| this company offers an excellent opportun- 
| ity for a man who desires to be in on the 
| ground floor and assist in building a life 

insurance company. Write Box S-21, c/o 

National Underwriter, 175 West Jackson 
Boulevard, Chicago 4, Illinois. i 


—_—— 
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INSURANCE—DIRECT MAIL 
SPECIALIST 


Strong, aggressive Midwest company expand- 
ing into direct mail life and A & H field. 
Excellent working conditions, wide benefits . . . 
great challenge for man who wants to create 
his own future! Experience in direct advertising 
with sound insurance background required to 
develop, produce, supervise program. State ex- 
perience, salary requirements. Your reply held 
in close confidence. Address Box $-25, c/o 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 








ACTUARY WANTED 


Medium’ size mid-western company looking for 
top Actuary. Prefer man with experience or in- 
terest in investments to help in top management 
and supervise actuarial work. Salary open. Pre- 
fer man 35-50. Real opportunity. Our employees 
know of this ad. Write Box S-I7, c/o National 
, 175 W. Jackson Blvd., Chicago 4, III. 


Underwrit 











LIFE AGENCY DIRECTOR 


Splendid opportunity for right man, to 
be responsible for ordinary life pro- 
duction with a substantial, growing, 
South Eastern company. Our agents 
know of this ad. Write in strict con- 
fidence giving detailed personal his- 
tory and experience to Box S-19, c/o 
National Underwriter, 175 W. Jackson 
Bivd., Chicago 4, Ill. 











AGENCY VICE-PRESIDENT 


A large Southern life insurance company, estab- 
lished a half century ago, is seeking the services 
of a well-qualified person between the ages of 
35 and 45 to become Agency Vice-President. 

To be considered, the applicant should have 
had successful life insurance sales experience 
and Agency Management experience. 

An attractive starting salary commensurate 
with experience and abilities will be paid to 
the person selected. 

Reply in strict confidence giving personal bio- 
graphical information and a complete record of 
experience to Box S-26, c/o National Underwriter, 
175 W. Jackson Bivd., Chicago 4, Ill. 








GROUP UNDERWRITER 


Well established insurance company is seeking 
a man capable of managing complete group 
macy responsibilities. Submit complete 
resume including salary requirement. All re- 
sponses will be held in confidence. Box S-18, c/o 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 





Los Angeles Agents 
Elect Jack O'Neill 


President At Annual 

Los Angeles Assn. of Life Under- 
writers elected Jack O’Neill, Provident 
Mutual Life, president to succeed 
Rolla R. Hays Jr., New England Life, 
at the annual convention. 

H. Earl Winburn, New York Life, 
was named Ist vice-president; Howard 
E. Nevonen, Washington National, 2nd 
vice-president; and William M. Shel- 
ton Jr., New England Life, secretary- 
treasurer. 

Honored members at the meeting 
were National Quality Award winners, 


} 
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Rolla R. Hays Jr., New England Life, 
retiring president of Los Angeles Assn. 
of Life Underwriters, (left), is shown 
passing the gavel of office to his suc- 
cessor, Jack O’Neill, Provident Mutual 
Life, at the annual convention. 


who received awards from Richard 
Van Cleve, NQA committee chairman. 
Some 300 members of the association 
qualified for the award. 

Guest speaker at the breakfast 
meeting was John Barker Jr., vice- 
president New England Life, who 
spoke on “The Supreme Court of Pub- 
lic Opinion.” 

Directors elected were Williston L. 
Bradway, Equitable Society; Robert C. 
Fyke, Occidental of California; Ray J. 
Havert, John Hancock; Ray Leve, 
Metropolitan; George N. Quigley Jr., 
Manufacturers Life, and M. E. Thomp- 
son, Pacific Mutual. 


Columbus (O.) CLUs Elect 


Columbus (O.) CLU chapter has 
elected Gerald A. B. Woodley, Home 
Life, president; Frederick A. Exline, 
Connecticut General, 1st vice-presi- 
dent; John C. Winter, Occidental of 
California, 2nd vice-president; Duane 
Guerin, Manufacturers Life, secre- 
tary-treasurer, and Burton A. 
Holmes, Aetna Life, director. 

Jefferson National May Sales Up 

Combined individual and _ group 
sales of Jefferson National Life in 
May amounted to $7,708,457. Individ- 
ual sales were up 24.5% and group 
showed a 20% increase. A&S premi- 
ums were 33% ahead of last year. 


Life Company Offers Stock 
Doctors and dentists in Illinois have 
received a letter from Harold J. Craig, 
senior sales consultant of Professional 
Life & Casualty, 8 South Michigan 


June 25, 1960 ; 


Boulevard, Chicago, informing them 
that they are eligible for a “limiteg 


investment opportunity” in the stock 
) 


of Professional L.&C. 

This company specializes 
insurance on doctors and dentists, hay. 
ing evolved, Mr. Craig says, coverages 
especially suited to their needs. The 
letter explains that 180,000 shares of 
Professional L.&C. have been regis. 
‘tered for sale with the SEC at $10 a 


share, and that the offering is being r 


made to physicians and dentists only 
“on a first come first serve basis— 
hurry, hurry, hurry.” 


{||| ACTUARIES . 


BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
ATLANTA NEW YORK 
DALLAS MIAMI 














RICHMOND 
PORTLAND 


in life ’ 








DONALD F. CAMPBELL 
Consulting Actuary 
Suite 2011 


139 N. Clark St. Chicago 2, Ill, 








COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver Los Angeles 











WILLIAM C. CONLEY 


Consulting Actuary 
Lansing and Detroit, Michigan 
811 American Bank Bldg., Lansing 68, Mich. 








E. P. HIGGINS & CO. 
(Frank M. Speakman Associates) 
Consulting Actuaries Bourse Building 
Accountants Phila. 6, Penna. 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 

2801 North Meridian St. | 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 








NELSON and WARREN 
Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 











COMPANY 


INCORPORATED 


THE 
HOWARD E. 


Consulting Actuaries 
2859 N. MERIDIAN ST. » INDIANAPOLIS 7, IND. 








ACTUARIAL OPPORTUNITY 
A Legal Reserve Life Insurance company writing 
both Life and Accident and Health desires the 
services of an Actuary. Excellent opportunity for 
promotion and salary and bonus returns in this 
growing company. Membership of the Actuarial 
Society not necessary. Reply Box S-I5, c/o 
National Underwriter, 175 W. Jackson Blvd., 





Chicago 4, Ill. 





PENSION CONSULTANT 


Well established insurance company is seeking 
a man with pension experience, preferably in 
home office and field sales, to direct depart- 
mental activities. Salary open. All responses will 
be held in confidence. Reply Box $-22, c/o 
National Underwriter, 175 w Jackson Blvd., 
Chicago 4, Ill. 











Rais Lo & Ge 


Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N. Y. 
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IAHU men in white are, from left: W. Harold Petersen, vice-president Under- 
writers National; John J. Symanitz, Inter-State Assurance, Minneapolis; Rich- 
ard H. Dutwiler, National Casualty, Los Angeles; Harry Rieders, Burlington, Vt.; 
and Richard L. Plasschaert, Ballin agency, Springfield, N. J. Mr. Symanitz 






Illinois Mutual L.&C. men from 
Jay DeYoung, (left) DeYoung & Peoria are Roy E. Davis (left) and 


William H. Eyre. Mr. Eyre is outgoing 
president of Illinois association. 


Associates, Oak Park, IIl., confers 
Harold R. Gordon memorial award on 
S. L. Horman, vice-president of Time. 
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Attending the IAHU meeting are, from left: Frank Gabor, Gabor & Co., 
Miami; Stanley Greenspun, Massachusetts Casualty; Howard Hillman, Massa- 

> chusetts Casualty, and George E. Palmer, Gabor & Co., Tallahassee. Mr. Green- 
spun is president of Chicago association. 





Bankers Of Nebraska Buys 


Nebraska National Life 


Bankers Life of Nebraska has pur- 
chased 55% of the stock of Nebraska 
National Life. The transaction involved 
the transfer of 1,100,000 shares of Ne- 
braska National to Bankers Life by 
Ellis-Holyoke & Co., Lincoln invest- 
ment dealer. Nebraska National stock 
‘has been selling at $1.75 to $2.25, but 
this week was quoted at $3.50 to $4. 
Until recently, an option on more than 
50% of Nebraska National stock was 
held by A. J. Lefferdink, president 
Colorado Credit Life, but he sold his 
holdings about a month ago. 

Presidents George B. Cook of Bank- 
ers Life and Thomas R. Pansing of 








Checking the program of IAHU con- 
vention are Daniel X. Marlowe, (left) 
Provident L.&A., and Jack H. Olson, 
Vice-president Combined of Chicago. 

4 Mr. Marlowe, outgoing president of 
Chicago association, and Mr. Olson 
Were co-chairmen of event. 


A 


XUM 


‘Nebraska National said in a_ joint 
statement that the new relationship 
will work to the benefit of their policy- 
holders. Mr. Pansing said that as a re- 
sult of the purchase his company’s fi- 
nancial position has been greatly aug- 
mented. Nebraska National capital and 


is new vice-president of IAHU. 


At IAHU recep- 
tion are, from left: 
James E. Powell, 
vic e-president 
Provident L.&A.; 
William Cornett, 
Prudential; and 
Carl Ernst, North 
American L.&C. 











Ernest E. Cragg, Washington Na- 
tional, listens to word from Sigrid B. 
Stottrup, Mutual Benefit H.&A., De- 
catur, Ill. Mr. Stottrup is president 
of Illinois association. 


Bill Veeck, owner of Chicago White 
Sox, approves selection of Sandie Kei- 
ler as Miss A&H. Mr. Veeck enter- 
tained diners at IAHU luncheon after 
Bankers L.&C. beauty received bou- 
quet and trophy. 





surplus now amount to nearly $2 
million. 

The companies will operate inde- 
pendently without a merger or con- 
solidation. 

Mr. Cook said the directors of 
Bankers Life are convinced that Ne- 
braska National stock is an exception- 
al investment with unusual opportun- 
ity for future earnings and growth. 


Gold Reslated In N. C. 


Commissioner Gold of North Caro- 
lina has won the Democratic nomina- 
tion for reelection. This is tantamount 
to another four-year term in the “one 
party” state. Mr. Gold defeated John 
N. Frederick of Charlotte, his only 
opponent. 


St. Louis A&H Assn. 


Installs New Officers 


St. Louis Assn. of A&H Underwrit- 
ers installed new officers at its June 
meeting and heard a talk by George 
McDonnell of the St. Louis office of 
Continental Casualty, who discussed 
coverages on older persons. 

A. S. Quinn Jr., Mutual Benefit 
H.&A., is the new president of the St. 
Louis association, succeeding W. Stan- 
ley Stuart, General American Life. 
The vice-presidents are Harold Ja- 
cobs, Massachusetts Mutual Life, and 
Ray Friedman, Bankers Life of Ne- 
braska. Dana Kinsman, Paul Revere 
Life, is secretary, and Ray Macher, 
Occidental Life of California, is treas- 
urer. 











HieNATIONAL UNDERWRITER 


“Looks like Republic National Life has scored another FIRST, Charlie.” 


Republic National Life Now Offers 


AGENTS — GENERAL AGENTS — BROKERS 


*30,000.00 


NON MEDICAL LIMITS 


After pioneering and testing $25,000.00 Non- 
Medical Limits for seven years R.N.L. is further 
increasing its sound program of liberal under- 
writing. 





\ mn Vl) W/ (ti | bet we'll be posting 


THREE BILLION 


life Insurance in force in RECORD TIME.” 
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